





SHNOLOGY DEP?! 


deg A ae 








Entered as second-class matter Aug. 27, 1925, Post 


Vol. 14. No. 1919 Office, N. ¥.. N. Y., Under Act of March 3, 1879 NEW YORK, SATURD 


February Car-Truck Output | Detroit Su 
Expected to Hold Close to 
Mark Set During January 


Strikes, Which Held Up Ford and Other Makers Will VESPER OF N. A. D. A. 
No Doubt Reduce Total Below URGES CONCENTRATION 


Earlier Estimate 
St. Louis, Feb. 10—A note of ag- 


gressive, constructive leadership of 
the dealer group 
of the automotive 
industry is sound- 
ed by F. W. A. 
Vesper, recently 
elected president 
of the National 
Automobile Deal- 
ers’ Association. 
Early and ener- 








Detroit, Feb. 10.—Estimates as to February production in 
this district have been rendered even more difficult than 
usual by the strikes at various automobile plants, which have 
featured the last two weeks. If these strikes had not occurred 
there is no question that February would have established a 
record for the year, to date, which is to say it would have 


beaten January. 
WHITE MOTOR ADOPTS 





As it is, production will probably 
run very close to January and may 
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rvey Indicates — 
ination to Hold Gains 


Optimism Is Tempered by Good Judgement in Plan 
To Meet Sales Needs Without Over- 
Loading Dealers 


By CHRIS SINSABAUGH 


Detroit, Feb. 10.—A survey of the automotive plants 
in this motor metropolis indicates that sales managers have 
cast off that Mother Hubbard expression since the Chicago 
show indicated that the sales cupboard is not entirely bare. 
On the other hand, there is a general attitude that the 
industry at the present time has-ge upper hand and that 
care will be taken to hold this advantage rather than slip 
back into the defensive position which industry assumed 
before the Chicago show revealed its real strength. 

Production schedules for the cur- © 
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exceed the first month of 1°33. It DIESEL FOR TRUCK getic attention to 
will depend largely on how quickly i —— = , 
Ford gets into production and how ee and hin relation. ¥. W. A. Vesper 


rapidly he turns out finished 
vehicles, now that Briggs is able to 
give the manufacturer a certain 
definite flow of bodies. 

We know that Chevrolet has set 
a schedule of 55,000 vehicle units 
for February. Last year February 
— by Chevrolet was 42,000 

ts. 

B-O-P among them will probably 
account for about 22,000 vehicles in 
February. - 

The Chrysler divisions have been 
bothered by the strikes at the Briggs 
plants, from which some bodies and 
parts are coming. Nevertheless, the 
Chrysler divisions are operating on 
@ four-day week and the February 
production should run around 20,000 
units. 

The chances are, presuming that 
there will be no further strikes in 
the plants here and that those in 
progress will be ironed out gradu- 
ally, that the N. A. C. C. companies 
will equal the production total they 
made in January, which was 115,000. 
Granting this a very modest output 
by Ford during the remainder of 
February would bring the record up 
to that of February, 1932, when 122,- 
695 vehicles were turned out. The 
crux of the situation and the accu- 
racy of the estimate lies in the lap 
of Ford and the occurrence or not 
of more strikes in the plants, 


G. M. T. ANNOUNCES 
NEW TAXICAB MODEL 


Pontiac, Mich., Feb. 10.—Greatly 
reduced operating costs, increased 
passenger appeal, light in weight 
and the lowest price ever com- 
gmanded by a General Motors Truck 
Company Taxicab are the salient 
features of the new General 0-14, 
newly introduced by this company, 
Says a statement by the company 

An array of improvements con- 
tributing to the comfort and safety 
of passengers and driver, to ease 
of operation, simplicity and economy 
of maintenance, and marked endur- 
ance have been added, it is claimed. 

The frame is of pressed steel 
channel section, seven inches deep 
and ,;% inch thick, with four cross 
members, including a heavy “xX” 
center member to resist diagonal 
and torsional strains. The engine 
is L.M.C.’s own make, Type 221, a 
six-cylinder valve-in-head power 
pont with an 8, A, E, rating of 24.3 
orsepower and an actual horse- 
power of 69 at 2,800 r. p. m. Force- 
feed lubrication to main and con- 
necting rod bearings and to valve 
rocker shafts, semi-steel pistons and 
semi-steel engine block, steel-backed 
bearings, removable by only drop- 
ping the oil pan, are a few of the 
features of this engine. 































Cleveland, Feb. 10.—White Motor 
Company has added trucks powered 
with a Diesel engine. While Diesel 
trucks will be sold through all 
White and Indiana dealers, they will 
be confined to the Indiana line and 
will be built only on order, 

Engines will be built by the Cum- 
mins Engine Company of Columbus, 
through whom arrangements were 
made for the new addition to the 
Indiana line. 

On a recent test trip an Indiana 
truck, powered by a Diesel engine, 
was driven from New York to Los 
Angeles with a total cost of $11.22 
for fuel and oil. 


NEW FORD EIGHT 
SHOWN AT CHICAGO 


Chicago, Feb, 10.—The first series 
of the new Ford models that have 
been shrouded with mystery and 
created much speculation will go on 
exhibition in Chicago dealer show- 
rooms Saturday, it was officially 
made known at Ford headquarters 
here. The public display will follow 
a previewing today for dealers and 
newspaper men at 2220 South Michi- 
gan Ave, 

It is understood that the sharply 
low priced eight reported to be due 
at this time will not be publicly 
launched for several months at least. 


OHIO EMPLOYMENT OFF; 
AUTOMOBILES UP IN JAN. 


Cleveland, Feb. 10.—Total indus- 
trial employment in Ohio in Jan- 
uary decreased 2 per cent. from De- 
cember. This is the five-year aver- 
age January drop. Machine tools, 
steel works and rolling mills, print- 
ing and publishing, glass and auto- 
mobiles and parts recorded gains in 
January, 

Toledo employment increased 12 
per cent. in January over December 
and a 2 per cent. gain was shown 
in Canton. Akron, Youngstown and 
Cleveland recorded declines of 3 per 
cent., 4 per cent. and 7 per cent. 
respectively, and in each case were 
greater than the five-year average. 


MULTNOMAH COUNTY SALES 
SHOW JANUARY DECLINE 


Portland, Ore., Feb. 10.—Motor 
car sales in Multnomah County, in 
which this city is located showed a 
Slight drop in January this year 
under those of the same month in 
1932. The total this year was 214 
cars sold, against 293 last year. 

In spite of the drop in car sales 
dealers here have been very much 
encouraged by the reception given 
the new models and believe that a 
satisfactory increase in buying is due 
within the next few weeks. 


ship to the public are pledged by 
the veteran St. Louis automobile 
merchandiser, who was literally 
drafted to the task he so deter- 
minedly commences. “I believe that 
the activities of the association 


(Continued on Page 3) 


BORG-WARNER APPEALS 
BUDD PATENT DECISION 





that Ingersoll Steel and Disc Com- 


process for hot radial 


been appealed to the Circuit Court 
of Appeals. 

Pending the appeal a stay of the 
injunction issued by Judge Johnson 
has been ordered and bond for $100,- 
000 has been posted by Borg-Warner 
Corporation. 


GLYNN, WINCHESTER, 
SPEAK BEFORE A. S. A. 


New York, Feb. 10.—F. K. Glynn, 
engineer in charge of the operation 
and maintenance of the 8,000 trucks 
operated by the American Telephone 
& Telegraph Company, and J. F. 
Winchester, superintendent of motor 
vehicles of the Standard Oil Com- 
pany of New York were the speakers 
at the meeting of the Automotive 
Service Association of New York 
held here last evening. 

Mr, Glynn’s comments were very 
much along the line of those made 
in published articles coming from 


(Continued on Page 7) 


HOLIDAY SCHEDULE 


Owing to the fact that 
Lincoln’s Birthday is this 
year celebrated on Monday, 
February 13, Automotive 
Daily News will not publish 
a Tuesday paper, and the 
first issue next week will 
be that of Wednesday, Feb- 
ruary 15. 

Owing to the fact that 
Washington’s Birthday falls 
on Wednesday, February 
22, Automotive Daily News 
will not publish an issue for 
that day. 
























rent month are designed to meet 
an increase in demand and to fill 
shortages of certain models which 
actually could have been sold during 
the past month had they been avail- 
able. Many makers are busily en- 
gaged in putting through the works 
certain types which were available 
only as samples during the shows. 
There can be no question that the 


Chicago show and increased sales 
in other sections have served as a 
much needed stimulant. Factory 
men, however, are not permitting 
themselves to be carried away. 
Their plans are being laid to take 
advantage of any future gain, but 
also keep the automobile market a 
strictly selling market rather than 
let it slip back to the position where 
the buyer has the control. 


of the bank of orders that accumulated during the labor troubles. 


‘Chrysler 


Complete reports from the Chicago show reveal that the sales of 
Chrysler and Plymouth cars in the Chicago district were 38 per cent. 


Chicago, Feb. 10.—Recent decision | greater than in 1932, with the percentage of increase particularly striking 
of Federal Judge Johnson holding | in the Chrysler line. The business was well divided between the dealers 


working in the Coliseum and at the Congress . Continuing a series 


pany, subsidiary of Borg Warner | of dealer meetings that eventually will cover the entire country, Joseph 
Corporation, has been infringing on| w. Frazer, general sales manager, left this week-end for Atlanta and 
patent of Budd Wheel pee ond = | other Southern points, He will return to Detroit in about a week and 
rolling o 


steel discs, with triangular dies, has | Earl W. Wilson, sales director. is now holding dealer meetings in the 


early in March will make his annual trip to the Pacific Coast .. 


northwestern section, his itinerary including Omaha, Denver, Albuquerque, 
N. M.; El Paso, San Antonio, Dallas, Fort Worth, Houston and Oklahoma 
City . . . Cliff Knoble, director of advertising, drove back from the 
Chicago show in a Chrysler eight, making the trip from the Congress, 
Chicago, to Woodward and Jefferson, Detroit, in six hours and ten minutes 
—not a speed record, but moving along for a man who is not consciously 
“stepping on it.” Official registrations figures for Wayne county for 
January show sales of Chryslers 60 per cent. ahead of 1932 and 100 per 
cent. ahead of 1931. This does not include Plymouth titling. 


Continental 


Whereas production so far has been confined to the Beacon four, 
the assembly line will start next week turning out the Flyer, the light six, 
At present the plant is running five days a week, with production fre- 
quently hitting 150 units a day. It is expected the Ace will start coming 
through in another ten days More distributors were signed during 
the Chicago show, and now the field men are out appointing Terminals, 
the new setup of service station owners and filling station operators, who 
will carry on with Continentals’ new selling plan. This recruiting was 
started at the Detroit show and continued at Chicago . . . A dinner for 
Continental employees in Detroit, similar to the one in Muskegon last 
Monday, is scheduled for next Wednesday at the Masonic Temple. Detroit 
employees will be enrolled as co-operating salesmen, as were the Muske- 
gonites, contacting with business houses from which they buy their sup- 
plies, urging reciprocity. Each employee digging up a prospect who buys 
a Continental will receive a bonus—$10 on a Beacon, $15 on a Flyer and 
$20 on the Ace The Red Seal afloat, carrying the stuffed seal, 
which was used for street advertising during the New York and Chicago 
shows, has been sent out cn the road to Omaha, Kansas City, St. Louis 
and Des Moines. 


Hudson-Essex 


At this writing it looks as if the strike in the body plant has been 
settled, which meams that production will be stepped up to take care 
If 
the strike really is over, it means that production will run in the 
neighborhood of 3,500 units next week, working four days in some depart- 
ments and five in others . . . During the strike the main plant was in 


operation, building up a bank of assembled parts, going as far as possible 


without bodies . . . Executives report a marked pickup in business and 
say that the Terraplane Eight is running about 40 per cent. of the sales 
. . «Canadian advices are to the effect that Hudson-Essex as a group led 
in registrations in the Province of Quebec last month . , . The week at 
Chicago netted 162 retail sales, with a fine prospect list to work on. This 


is a slight gain over last year at Chicago, 


Graham-Paige 


Beginning next week, production will be stepped up, following the 
discovery that by the end of the first week in February shipping orders 


(Continued on Page 2) 
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n and About the Plants 


By Chris Sinsabaugh 





(Continued from Page 1) 


amounted to more than 70 per cent. of the entire volume of factory 
production scheduled for the month . . . Show sales were unusually good, 
greater in number than any year since boom times. Another encouraging 
fact is that export shipments in January were 27 per cent. ahead of 
those for January last year . . . Vice-president F. R. Valpey is still on 
the Pacific Coast, working with Los Angeles and San Francisco dealers. 
C. W. Matheson, general sales manager, is returning this week-end from 
his Texas trip, stopping at St. Louis en route... Robert C. Graham and 
“Cannonball” Baker, transcontinental record breaker, are on a safety 
tour in New Englend Mr. Graham visits the dealers, demonstrating 
the safety features of the car, while Baker is in great demand among 
clubs for his talk, “Tips for Safe Driving.” 


Plymouth | 

Both shipments to dealers an¢ retaii deliveries by dealers to the | 
public during the month of January showed decided increases over the 
same month in 1932... . Shipments of Plymouths to De Soto, Dodge 
and Chrysler Gealers during the month of January were 285 per cent. 
of the shipments during the same month last year. Retail deliveries | 
throughout the United States up to and including Jan. 28 were 270 per | 
cent. of retail deliveries in the same period of 1932 ... Sales Manager | 


ious fisca] year. 


| FINANCIAL NEWS 


MARMON 
Indianapolis, Feb. 
Motor Car reports for the quarter 
ended November 30 net less of $234,- 
| 524 after depreciation and other 
charges, comparing with net loss of 
$258,650 in the preceding quarter 
and net, loss of $887,758 in the quar- 
ter ended November 30, 1931. For 


| nine months ended November 30, 
| 1932, net loss was $720219, against 
net loss of $1,788,224 im the corre- 
sponding nine months of the prev- 








—aeenanee | 
CATERPILLAR TRACTOR 

Peoria, Hl, Feb. 10.—Caterpillar 
Tractor reports for 1932 net sales of 
$13 ,258,505,. compared with $24,143,- 
133 for the preceding year. After 
deduction of operating expenses, de- 
preciation, interest paid, net lass ap- 
plicable to dividends was $1,616,872, | 
against net profit of $1,361,200 for 
1931. Loss after provision for Fed- 





10.—Marmon || 


| eo 
i! Chris Sinsabaugh 


Harry Mocck has been informed by his New York office that Plymouth eral income tax was 86 cents a 
led in registrations in the metropolitan district of New York the first| share against earnings of 72 cents | 





SPARKS from DET ROIT 


Canada, Too 
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Automobile Zoo 
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Looking Back to 
See Ahead 
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Detroit Editor 














HINKING back over Chicago show week, there comes to 
mind the display made by General Motors Research 
Laboratories in connection with G. M.’s exhibit at the Hotel 
Stevens where we non-engineering outsiders gaped in awe at 
such wonderful devices as the huge oscillograph, said to be 


week in January, at which time, it is claimed it registered 104 units more | 
than its closest competitor, and 434 units more than the next closest... .| 
Fiymouih sales during the Chicago show are reportec to have exceeded 
sales in the preceding weeks in Cook County as well as over sales made | 
during the 1932 Chicago show. 


Rockne 


The factory's six-day weck was broken into this week because of 
weather conditions interfering with motor shipments from South Bend. 
The plant goes back to six days next week... . The production schedule 
for February calls for 2,809 units ... A report compiled by Sales Man- | 
ager Wiethoff shows thai retail deliveries by dealers in January were 211 
per cent. greater than January a year ago, and that January deliveries | 
compared with December, 1932, is 50 per cent. greater. . . . Since the | 
December announcement of the new line, 128 dealers have becn added 
to the list. giving Rockae more than 2,200 retail outlets in the United | 
States, Canada and the rest of the world. | 


Chevrolet 


compared with 42,090 the same month last year .. . Encouraging, too, is 
the vanuary retail deliveries of 39,701, as against 35,199 in the preceding 
January. It is estimated that there are now more than 50,000 of the new 
jobs in owners’ hands, which is a good start toward making the quota of 
50,000 for the year set by Sales Manager Klingler . . . Chicago show 
sales, as already reported—1,052, as against 710 a year ago—are particu- | 


Jarly inspirig at this time 
Dodge 


Retail sales of Dodge and Plymouth passenger cars by Dodge dealers 
during the week ended February 4 were 7.9 per cent. higher than during | 
the preceding week. During the same week sales of Dodge commercial 
cars and standard and heavy-duty trucks were 44.7 per cent. higher than 
in the corresponding period of 1932... The steady character of receni 
Sales increases is furtner confirmed by the information that the volume 
of Dodge and Plymouth passenger cars and Dodge commercial cars and 
trucks sold by Dodge dealers this year to date is 144.1 per cent. of the 
volume recorded for the same period of a year ago . . . Dodge sales in 
Wayne county, Mich., for the first month of the new year were 214.6 per 
cent. higher than for January, 1932. 


Franklin 


Franklin executives returned from the Chicago show with consider- 
eble optimism concei.ing spring business. Franklin retail sales at Chicago 
during show week were more than double the record of last year .. . 
John E. Williams, vice-president, has just returned from a number of 
the larger distributing points, where he says favorable reactions, like 
those in Chicago, have been noied .. . Framklin business is feeling the 
stimulation of the new lower price levels set at the beginning of the year. 
In particular the twelve-cylinder car market is leoking up, January 
having beca the biggest month for this model since its introduction 
Interest in air-cooled motors for tramcar installations has developed 
ebroad, and the Franklin Company now has under way a sample motor 
tor an operating company in one of the largest European Cities, 





WHOLESALE PRICE DROP (MOTOR TRANSPORTATION 
CONTINUES IN WEEK FEB. 4 


a share in 1931. 


GAS PRICES 


New York, Feb. 10—The weighted 
| average price, f. o, b. refinery, of 
United States motor grade gasoline 
| in thirteen refinery districts on Feb- | 
|}ruary 4 was 
| against 4.751 vents the week before 
|and 5.227 cents a year ago, the J. 
| Edward Jones research department 


4.661 cents a gallon 


| reports. The average service station 
cities on 
February 4 was 11.301 cents a gal- 
lon, cxclusive of state taxes, com- 
the week 


price of gasoline in 162 


pared with 11.320 cents 
before and 12,892 a years ago. 


KELSEY-HAYES 


Detroit, Feb. 10.—Baiance sheet of | 

Produciion with Chevrolet this month is not expected to approach | Kelsey-Hayes Wheel Company as of 
the high count of 64,594 in January, for a normal] seasonal drop is antici- | September 30, 1932 (after giving ef- 
pated. However, it is estimated that at least 50,000 will be turned out, as| fect to consummation of proposed | 
plan of reorganization, with the ac- 
crual of imtcrest to December 31, 
1932. on debt to be refunded, write- 
patents, trade 
names, etc., to $1 valuation and can- 


down of good will, 


the largest in the world, used for the measurement of sound 
cr other vibratory manifestations ; the carbon stack telemeter, 
‘which measures deflections in metals, and the stroboscope. It 


'was like going to an automobile zoo. 
a * * 


BUT IT WAS THE STROBOSCOPE that intrigued me. 
| There’s nothing new about a stroboscope, but G. M.’s appli- 
|cation of it is out of the ordinary, for it has been trans- 
| formed into an electrical eye that lets you peer into an engine 
‘and actually see what’s going on inside. Both Buick and 
Chevrolet are using it to advantage. 

I saw it in operation on a cut-away glass-walled Chevro- 
‘Jet motor, which had a neon lighting equipment so that a 
stroboscopic view of practically all of the vital working parts 
of the engine turning at 1300 r. p. m. or more was given. I 
'got a slow-motion picture view of exactly how the hidden 
parts of a motor operate while whirring around at high 
speeds. 

Imagine how useful this jigger is to an engineer observ- 
ing the effects of something he is trying out not only at the 





cellation and adjustments), shows | : al . nti sania e 
total assets of $23,295,622. Current | point of application but upon other vital parts of the motor 
assets, including $1,861.124 cash,| as well! 


amounted to $4,266,792 and current | 


liabilities were $494,694. 


At a special meeting of the stock- 


holders of the Kelsey-Hayes Wheel 
Corporation yesterday the stock- 
holders voted to dissolve the corpo- 
ration pursuant to the terms of the 
reorganization plan whereby the as- 
sets of the old corporation were ac- 
quired by the new Kelsey-Hayes 
Wheel Company. 


BUDD WHEEL 
New York, Feb. 10.—Balance sheet 
of Budd Wheel Co. as of December 
31, 1932, certified by independent 
auditors, shows total assets of $8,- 


116,192 comparing with $9,291,357 on | 


December 31, 1931, and profit and 
loss deficit 
$379,036 compared with a surplus of 
$1,036,688. Cash amounted to $105,- 
118 and inventories were $883,256, as 


|} compared with $524,306 and $1,136,- 


818, respectively at end of preceding 
year. Capital stock consists of 990,- 


| 675 no-par shares, 





E. G. BUDD MPG. CO. 


New York, Feb. 10.—Report of E. | 


from operations was| 


a 

I SAW, TOO, an Oldsmobile engine driving a carbon 

stack pressure indicator to measure the pressure inside 

cylinders, and also a mechanical exhibit which shows the 

difference in vibration between balanced and unbalanced 
crankshafts. 


* * 


* * - 


OBSERVATIONS of one Harry Moock, sales manager of 
| Plymouth,- retrospecting after the New York and Chicago 
shows, and predicting that 1933 will show an increase jn sales 
in cars in the lowest priced field: 

“Qutside of the law of self-preservation, the most 
important factor in human life is mobility. Each year this 
becomes increasingly important. Automobile sales during 
the past three years have decreased but the need for automo- 
biles has increased. There is a gap between need and the 
actual filling of the need that will doubtless take place in 
1933, and it will unquestionably be done by cars in the low- 
priced field.” 

“THINGS SURE ARE waking up and dealers are renew- 
ing their faith in the automobile industry since the first of 
the year,” says Joe Himmelman, manager of wholesale sales 
| promotion of the Chrysler Sales Company. “I’m getting long 


OF MAIL APPROVED 


|G. Budd Manufacturing Co. for year 





Washiagton, Feb. 10.—The de- 
cline in wholesale prices which has 
been in evidence for ten out of the 
eleven weeks continued for the 
weck ended February 4, but the fall 
in prices was less severe than for 
the preceding week, according to in- 
formation made available by the 
Department of Labor. The Bureau 
of Labor Statistics index of whole- 
Sale prices at the end of the week 
stood at an index of 60 as compared 
with 64.2 for the week ended No- 
vember 19, when the present decline 
started. 

Farm products again led in the 
decline in prices for the third suc- 
cessive week, it was stated. Foods, 
fuel and lighting, textile products 
and hides and leather products also 
showed substantial declines from 
the levels of the preceding week. 


OF SS isnt) 


ADVERTISEMENTS 
IN THE AUTOMOTIVE . 
NEWS. BRING 


, ey bee 
RESULTS 





Washington, Feb. 10.—A bill (H. 
R. 9536) authorizing the postmaster 
ecncral to permit railreads to pro- 
vide mail transportation by motor 
vehicle in lieu of service by train 


| was passed by the Senate February | 


|9. Passed by the House last session, 
the bill now goes to the President. 
It was explained in the report by 
the Senate Committee on Post Of- 
fices and Post Roads that “on ac- 


ended December 31, 1932, certified 
by independent auditors’ shows total 
assets of $26,679,293, comparing with 
$30,841,257 on December 31, 1931. 
Cash at close of 1932 was $757,130. 
and inventories amounted to $1,069,- 





$1,502,153, respectively, at 
| previous year. Capital stock consists 
|of 63,310 shares (par $100) of 7 per 
eent. preferred and 1,027,400 no par 
shares of common. 


count of unprofitable train opera- | 


|tion certain railroad companies are 
| Withdrawing loca] train service and 
| Substituting therefor motor buses 


, over the highways. The withdrawal | 


H. L. HEITZMAN RESIGNS 
| FROM FEDDERS MFG. CO. 


of these local trains has interfered | 


| with the prompt dispatch of the 
|mails, and it has been necessary to 
provide a substitute service in lieu 
| of that formerly provided by train. 
| The railroads, in most instances, are 
| willing to provide mail service in 
their buses and accept pay therefor 
at the same rates that would be al- 
lowed for similar service by rail- 
road.” 


Buffalo, Feb. 10.—H. L. Heitzman 
|has resigned as_ secretary 
|director of the Fedders Manufac- 
| turing Company here. 
man has been connected with the 
Fedders organization for the past 
| twenty years and is well known in 
| the automotive radiator and electric 


|refrigerator field. Mr. Heitgmamn has | 


}mot announced his future plans. 





013, as compared with $401,636 and | 
end of | 


and | 


Mr. Heitz- 


distance phone calls quite frequently now from dealers in all 
parts of the country asking about our franchise, whereas 
herctofore they have been content to write. It’s like old times 
and convinces me that dealers are realizing the possibilities 
'of 1933.” 


wv. 


* 7 . 


CANADA, TOO! By which is meant that the United 
States shows are not the only ones developing automobile 
business. Encouraging reports as to the Montreal and 
| Toronto shows come from the Dominion to the desks of sales 
| managers on this side of the river. General Motors Products 
lof Canada advises that Toronto produced an increase of 25 
| per cent. in sales over 1932, while Montreal also bettered last 
| year’s sales record. 





* * * 


MICHIGAN SEEKS to temper the wind to the shorn 
‘lamb and there’s a bill up before the Legislature which 
proposes a reduction of fees for automobile weight tax 
licenses and a system of monthly installment payments. The 
; cost of license tags for smal] cars would be reduced by more 
than one-half and on heavier cars by one-third. On a 2,500- 
pound car the owner would pay $6 and on the installment plan 
he could pay the fee at the rate of 50 cents a month, 
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Retail Salesmen 


— 





This department is devoted to the interests of the retail sales divi- 


sion of the indastry. 


Salesmen, this is your department. 


Automotive 


Daily News wants you to get something from this department that will 
help you in your werk on the firing line. Lt wants yeu te pass on 
your own experiences, success, failures to help your brother salesmen. 


Send in your story im the form of 
let us get it ready for publication. 


a letter, or even a postal card, and 
Your achievement or your mistake 


may hefp another salesman to make sales or avoid errors that cost 


you Cemn0issioRs. 


Dealers read this page. Give 


us the benefit of your reactions on 


these problems that affect the work of your salesmen, the mren on the 
firing line, the mep who bring home the bacon or don’t, 


Women Best Source for Prospects 





By B.C. 





REBER 


That the woman of the household is the best source for 


prospects for new automobiles is the opinion of H. O. Paxson, |down to the humbiest individual | 





~ 
2 


! 


“VESPER OF N. A. D. A. 
URGES CONCENTRATION 


| 
(Continued frem Page !) 


should at this time be concentrated 
|upon a few projects only, that by 
| their importance pronrise the most 
{constructive benefits to the public 
|and all factors im the industry,” said 
President Vesper. 

“Rather than to scatter the 
efforts and the influence of the 
association, I believe that a program 
‘should be arranged that will focus 
the power of the dealers in such a 
| way as to benefit the industry as 
‘a whole, from the largest interests 





Pierce-Arrow 
Off to 


N the eurrent issue of the 
some stirring comment on 
company are going this year. 
more productive than was th 





| The New York show opened the 
| ball, so to speak, and as a starter 
J. D. Casey and his men this year 


sold six more cars than they sold | 


during the 1932 show. And only 
two days after the show had closed 
four more sales had followed. 

The New York shéw scene was re- 


salesman for the Orsinger Motor Company, Hudson-Essex dealer, and thus to translate into | enacted at all the shows throughout 


distributor of San Antonio, 
Mr. Paxson says: 

“I have found that the best pros- 
pects for new cars are te be found 
by keeping 
women. The man of the house is 
more inelined to keep information 
to himself, and beeause he has to 
pay the bills and is always cautious 
ot any call made by a salesman, he 
will not co-operate with you so 
readily as the housewife. 

“Women are better sources of in- 
formation than men. They attend 


bridge parties, gossip with one an- 
other, and are much better informed 
concerning their friends and neigh- 
bors than are the men. It is easier 


to talk to women, and they will go) 


farther in co-operating with you, 
and the information that they put 
out is more reliable and from a 
direct, concrete source. 

“It has been my experience that 
so many salesmen call upon men for 
the same purpose as I, that men 
do whatever they can to get rid of 
you as quickly as possible rather 
than serve the purpose of your visit. 
Occasionally you will find a man 
who has a little spare time on his 
hand, is in a good mood, and who 
will take some time to recall the 
names of some friends, neighbors or 
relatives who might be interested in 
the purchase of a new car. But 
such oceasions are rare and you are 
generally eased out with the promise 
to give the matter some considera- 
tion and let you know. 

“On the other hand the woman 
has more time. She has met you 
during the time you were selling 
her the car, and since she is the 
social member of the family. she 
fee!s obligated in a way to do all she 
can to help you. Such information 
as she is able to give, will be re- 
liable, and she will put forth a real 
effort to help you get prospects. Ap- 
proximately 65 per cent. 
prospects that I secure come from 
women, and the majority of these 
are good prospects. 

“I have found that one of the best 


plans for building up future business | 


is to make friends with the people 
to whom you sell new cars and this 
paves the way for securing names 
of prcespects from them later on. 
Every tamily to whom I have sold a 
ear has my friendship. I know 
where the men work, what their 
work is, where the family goes to 
church, the names of the children 
and how they are getting along in 
school. 


“By forming a personal acquaint- | 


ance with them, you are able to ap- 
proach them in a friendly manner. 
and can expect more from them 
than if the sale of a car was purely 


a@ commercial transaction. Many of | 
the people who have purchased cars | 


from me have become personal | 
friends; we go around together, pass 
the time of day on the Street, and 


visit with one another. 


becomes a silent salesman who is| illinois 5909|/Cnev  1691| Ford 1165|Ply 


in the market for a new car, and | 
whenever one is found, I am 
formed. 

“Previous to the decline in auto- | 
mobile sales I called on my owners | 


im person, since it gave me a good | 


in- | 


in contact with the | 


Tex. In explaining his views, 





| stead of contacting them in person, I 
| now do it by telephone. 

“By use of the telephone I am 
able to contact a great many people 


public service more effectively than 
| ever before the contribution of the 
industry to national needs.” 
President Vesper looks optimis- 
| tically upon the future of the asso- 
ciation and sees at this time a great 
opportunity awaiting the car dealer 


within a short time, where previously group. He believes that the present 
it would take me a whole day. With time offers a challenge to the auto- 
this saving im time I am able to mobile dealer which should be met 
follow up the names of individuals, with a clean-cut, aggressive ap- 


that have been turned over to me, 
| and to loék up other sourees of busi- 
ness. Thus I save quite a little 
wasted time, and also devote more 
; hours to constructive selling, and 
| am able to turn in a good sales 
quota for the present time. 


“I have no regular sales plan ex- 
cept to contact owners and keep 
busy. One of the hardest things 
for any salesman to do is to so 
plan his work that at the end of the 
| day he does not have a lot of wasted 
| time. Too much time may be spent 
kidding with salesmen, waiting to see 
owners, getting started in the morn- 
ing and quitting too early at night. 
| At the time it may not seem to 
amount to but a few minutes, but 
at the end of the day it will be 
found that two or three hours have 
| been wasted which have shown no 
results. 

“Planning the day’s work im ad- 
vance will help to eliminate a lot 
of wasted time. This enables the 
| Salesman to start out on some other 
| work if a certain call he has intend- 
ed to make falls down. It gives him 
| Something to do all day long, and 





proach to its problems. 


| iii 
GOODRICH PUBLISHING 
| NEW SALES NEWSPAPER 


| First issue of the Goodrich Sil- 


| vertown News, published by the B. 
F. Goodrich Rubber 


| Akron, O., is now being distributed 
| to its nation-wide retail organiza- 
| tion, 

| Designed as a sales tool for its 
dealers, the publieation is in tabloid 
form, comtains a large number of 
|mews pictures and spot material 


| about members of the organization, 


|and discusses sales and advertising 
| problems as they affect the manu- 
| facturer and retailer. Guy Blanch- 
| ard is editor. 

| 
| 


Company, 


Dealer Activities 


| the country, as Pierce- Arrow literal- 
|ly vaulted to the very pinnacle of 
public acclaim and preference. 
Everywhere—even in Detroit, the 
home and stronghold of competition, 
the Pierce-Arrow exhibit held the 
spotlight. Motor-wise crowds surged 
around the new twelve and the new 
eights, nodded their heads in ap- 
proval and openly expressed their 
admiration for a car that, to them, 
was “foreign-built.” 

Two hours before the show 
opened Charles W. Fish, salesman 
for the Detroit branch, walked into 
the office of F. S. Stratton, branch 
manager, to discuss ways and means 
of bringing a certain prospective 
customer into the Pierce-Arrow fold. 
Mr. Stratton, after getting the com- 
plete picture of past proceedings, 
| called the prospect by telephone at 
a downtown hotel and invited him 
to attend the show. He agreed to 
come and was among the first few 
hundred visitors to pass through the 


thrown open to the public. He made 
a tour of all the fine car exhibits, 
appraised them carefully and ex- 
pertly. Then he came to the Pierce- 
| Arrow display, studied the ears in- 
| tently, sat in the seats of the va- 
rious body types, tested their com- 











the reasons for that is to be fou 


| doors shortly after the show was | 


This Is Your Pag 





Salesmen 
Splendid Start 


Pierce-Arrow News there is 
hew well the salesmen of that 
The shows have been much 
e case last year, and some of 
nd in keener selling. 
| fort and inspected with exceeding 
| care every detail of construction and 
finish. 

Pinally he turned to Mr. Strattan 
and said, “Alright, I'll take that car 
there,” pointing to @ Model 1236 
Club Sedan. Trade-in agreements 
were made then and there and the 
deal was concluded before the show 
was an hour old. Incidentally, the 
Detroit branch, in addition to mak- 
ing the first sale, also had the honor 
of making the first delivery—the 
new twelve-cylinder club sedan hav- 
ing been wheeled off the floor and 
turned over to the new owner the 
next day. 

Boston produced two sales shortly 
after the show opened. Cleveland 
| recorded several sales during show 
week. 

Similar oceurrences took place at 
|all the other shows and these per- 
| ticular instances are related not as 
|a@ measure of business volume, but 
to exemplify the manner in which 
Pierce-Arrow has headlined these 
big events. 

But the shows have not captured 
all the color nor all the glory, by 
any means. The smaller points 
have kept pace. In Scranton, Pa., a 
fine car owned by one of the promi- 
nent citizens of that city caught 
fire and was badly damaged. The 
|next day H. L. Hetler, Pierce-Arrow 
| distributor, called upon the unfor- 
;tunate owner to discuss the rossi- 
| bility of replacing the damaged car 
with a Pierce-Arow. 

“Not a chance,” said the owner. 
|"“My decision is made. I am going 
to buy a lighter, cheaper car.” 

Needless to say, all the light car 
salesmen were there to see that his 
decision was filled. He drove the 
various makes, one after another, 
jbut hesitated to drive the rew 
Pierce-Arrow. Finally Mr. Hetler 





of the | 


}in the end will more than pay for 

the time and effort in good results. | SPARTANBURG, S. e. 
“Contracting owners and consis- | C. D. Entrekin. local Hudson-Es- 

tent effort are the two greatest con-| —~', - aoe 

| tributors toward selling. There are | 5¢% dealer, has moved from his old 

|scores of other plans, all of which | quarters on South Church Street to 

| have been tried, but when it comes | more spacious quarters on West 

|right back to continuous selling,| main Street. 

| these two will be found to be the * * 

OMAHA, 


7 
leaders. It is better to follow out, 
| two such plans then to be so busy NEB. 
| making others that there isn’t any 
| time left to sell. 

“While the man is the one who 
|signs the order, it is really the 
| woman who does the buying. She 
| will see some little features about 
| the car that will appeal to her, and 
because it is man’s habit to want 
to please his wife, he will be more 
swayed by her opinions than by what 
| the salesman will have to say. 


at Wichita, Kan., with the Chevrolet 
| Motor Co, and recently in charge otf 
the Lincoln, Neb., district, has been 
promoted to the office of sales pro- 
motion manager of the Omaha dis- 
trict. He replaces Dick Powell, who 
has been transferred to the Chicago 
office of the Great Lakes region of 


pacity of regional sales promotion 


| “And in like masmer it is the | 

woman who knows more about what | ™@#haeer. en 

is going on in the neighborhood, and s 

who will be more ready to co-operate | The McIninch Motor Co. has 


taken over the distributorship for 
Auburn automobiles for Nebraska 
and western Iowa. 

The Nash-Vriesema Auto Co., one 


with the salesman in furnishing 
mames of prospects. Contact with 
the woman, and you are contacting 
with more sales.” 








Ten Passenger Car Sale 


REPORTS PUBLISHED 








Frank T. LePage, formerlv located | 


the Chevrolet Motor Co. in the ca- | 


| ter Evans, district manager, Omaha, 


|}of Omaha's oldest distributors nas| prevailed upon him to drive it a 
|added the Continental automobile | few blocks. That changed the pros- 
|franchise to its line and will serve | pect’s mind. The next day he came 
as distributor for the Continental | jn to the Hetler showroom with his 
| Beacon, Flyer and Ace lines in Ne-| wife. She drove the car and was so 
braska and western lowa. The|elated with its handling that the 
|Roechl-Nash company of Lincoln, | sale was made on the spot, amd Mr. 
| Neb., also one of Nebraska's oldest | Hetler delivered a new Model 836 
| automotive companies, has signed! Club Brougham, 
up with Continental. | Last year a prominent business 
* |man who had long been a Pierce- 
W. J. Hall has been appoinced | Arrow owner in Stamford, Connecti- 
| manager of the service department | cut, announced that he intended to 
|of the DeBrown Auto Sales Com- | replace his large cars with lighter 
| pany, Nebraska and western Iowa j and less expensive units. Suiting his 
|distributors of Studebaker and/action to his words, he bought two 
|Rockne cars. He comes to Omaha | small cars of a well known make. 


* * 


| from the Studebaker faciory at/ Just last week, Joseph J. Tedesco, 
| South Bend. |salesman im Stamford, Conn. for the 
* ¢ 8 |P. L. Mitls Company of Bridgeport, 
CHEROKEE, IA. | Come. delivered to this fime car 


owner a Model 836 Saion-equipped 
| The Cherokee Auto Company has | 5-passenger Sedan and a Model 836 
been named De _ Soto-Plymeuth | Salon-equipped Club Sedan. 
dealer for this territory, according | Mr. Tedesco adds, confidentially, 
|te an announcement made by Wal- | that he expects to sell this customer 
two more Pierce-Arrows within the 


Neb. next few months. 
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AS THEY COME IN 





JAN., 1933 First Second Third Fourth Fifth Sixth Seventh Eighth Ninth Tenth 
| States Sales 
Each on: | Delaware 241 | Chev 100 Pord 44 | Ply 21'Fontiac 20 Buick 17 Chrysler 9 Packard 7 Essex 6 Olds 4 Rockne 3 
’ ' “9541 Pontiac 379 Buick 321 Dodge 237|De Soto 171 Olds 155 Stude 124) Chrysler 113 
on the lookout for people who ar2| W. Wa. 762|Chev. 233|Ply ‘+157; Pord 186, Doage 62 Pontiac 2%) Essex 24 Buick 17.Ch-DS-G 16 Rockne 8 Stude i 
DEC., 1932 First Secend Third Fourth Fifth Sixth Seventh Eighth Ninth Tenth 
| States Sales | 
Irelaware 142 Chev 36 | Ford 35 Ply 21 buick 18| Pontiac 515 3 C-E eo 1 
Hiinois 1432 | Ply “372, Ford 296 Chev. 200, Dodge 73|/Buick 51/To-E 45 Chrysler 37 'ackard 36 DS-WO 29 Nash 23 
W.Va. 584 Fly 20t' Ford 161 Chev 78| Dodge 35 Pontiac 22'Essex 20 Buick 11 Olds Bite «6 A-Pa 3 


opportunity to determine how their 
car was functioning, wnd how soon | 
they would need another. But dur-| 
ing the past two years, with more | 
calls needed per prospect, I have 
taken more time to develop a more 
friendly relationship with those peo- 
Ple to whom I sold cars, and in- 








KEY TO ABBREVIATIONS AND 


SYMBOLS 


A—Auburn, An—Austin, B—Buick, C—Cadillac, Ch—Chrysler, DYV—-De Vaux, DS—De Soio, D—Dodge, E—Essex, P—Franklin, G—-Graham, 


H— Hupmobile, 


S—Studebaker, WK—Willys-Knight, WO—Willys-Overland. ‘All cars in 


Hu—Hudson, LS—La Salle, L—Lincoin, N—Nash, O—Oldsmobile, Pa—Packard, P—Plymouth, Po—Poatiac, Re—Reo, R—Rockne, 


this position registered only one. $—Chrysler, Hupmobile, Nash, Olds- 


mobile and Packard. i{i—Chrysler, De Soto, Graham, Nash, Rockne, Willys-Overland, 
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the ordinary human being to take the long-distance 








view of any condition that may confront him. 


long hall.” 
distorted by present needs and immediate conditions. 


To get co-operation among groups of human beings is 
The long drawn battle to pursuade forty-eight 
state Legislatures to unify their motor vehicle legislation is 
a casein point. To get 120,000,000 individuals all to co-oper- 
ate to the achievement of a distant goal is a correspondingly 


difficult. 


more difficult task. 


If it were possible for some superman to get real co-op- 
eration from every person in these United States, he could 
probably end the depression even more suddenly than it 
Unfortunately, this is a job that even Mussolini 


began. 
would hesitate to accept. 


What made us think of all this are pretty well substan- 
tiated reports that various powerful buyers of materials and 
products are using their position to demand price concessions 
which put the seller in a decidedly uncomfortable spot. All 
buyers realize the anxiety of producers to get business. They 
realize that many manufacturers are tempted to cut prices 
lower than they have any business to do, simply to keep their 


plants in operation and give employment to their men. 


The impolite term for the man who takes advantage 
The chisler sees a chance to 
get some advantage for himself by forcing his suppliers to 
give him a price at which they cannot hope to make an 
adequate return on their investment. Sometimes these price 
cuts are made in the hope that the work will give volume 
sufficient to permit a profit even from the lowered income. 
Manufac- 
turers have got to look to other factors than mounting volume 


of such a situation is “chisler.” 


This hope seldom is realized at the present time. 


under present conditions. 


Obviously, chiseling does not help the present situation, 
except that orders given at famine levels may help keep 
employment pegged for the moment. And chiseling certainly 
does not help in the long haul back to better buying and busi- 


ness revival. 

If our powerful buyers want to do a patriotic duty or 
at least contribute a patriotic act to the campaign to revive 
business, the most direct method they can take is to frown 
on chiseling by their own or any other organization. Even 
the present reduced volume of production can be made the 
first step of the ladder of revival if prices are maintained 
at levels which will yield an adequate return to producers. 

_ It is also a fact that chiseling produces many reverbera- 
tions. Chiseling by one company makes it necessary for its 
suppliers to chisel their suppliers and so on ad infinitum. It 
ought to be a public duty at the present time to frown on the 
chiseler wherever he is found. 


Detroit Employment 


It is an extremely unfortunate fact that strikes at two 
plants in Detroit have served to prevent the city and district 
from deriving the benefit of maximum employment at the 
season of the year when it would ordinarily have been 
obtained. The city of Detroit and the whole district need 
employment more than anything else at the present time. 
Whatever the causes or the bases of the strikes may be, 
it is a pity that they could not have been delayed at least 
until the Detroit district could have gotten the full benefit 
of the period of maximum employment. 

Automotive executives see Communistic touches in the 
present strikes, That may be, but whatever the source, the 
Detroit district will suffer from the lay-off of perhaps a total 
of 100,000 workers when they might have been gainfully 
employed 























During the 
years of depression it has become a habit to talk about “the 
We try to look ahead, but, actually, our vision is 





Automotive Daily News: In view 
of the recently published letter from 
Charles E. Duryea, I thought, per- 
haps, your readers might be inter- 
ested in the following analysis: 

The gold standard is frequently 


discussed, and yet one hears little 
about the two abuses which have 
been practiced against it and which 
are preventing it from functioning 
in the satisfactory manner that it 
can. 

Our current monetary problems 
would hardly have developed to 
present proportions if the gold 
standard had been permitted to 
function in a normal manner. 
When, however, goods cannot be 
used to pay for goods in world com- 
merce as a result of excessive 
tariffs and tariff retaliations, the 
only alternative is to pay for them 
in gold. 

Under such circumstances there 
is quite naturally a scramble for 
gold and securities or commodities 
have to be sacrificed to acquire it. 
Gold normally should measure the 
respective values of different prod- 
ucts. It was never meant to serve 
as a substitute for a product, as be- 
comes necessary when goods have 
to be paid for in gold rather than 
with the goods of other nations. If 
efforts are nevertheless made to 
pay debts with gold, we run into the 
problem of nations tapping their 
gold reserve until a dangerous 
minimum is reached, with final 
abandonment of the gold standard. 

To this international abuse of the 
gold standard, as a result of the 
tariff strangulations, there has come 
another adverse development, from 
the domestic viewpoint. As pointed 
out by A. C. Peters, an executive of 
considerable international reputa- 
tion and also a director in the World 
Trade League, we have not only 
hampered normal functioning of the 
gold standard through a wrong 
tariff policy, but we have allowed 
our price and credit structure in the 
United States to inflate so exces- 
sively that for every dallor of actual 
gold there are fifty direct or indi- 
rect promises to pay in that metal, 
as is shown in greater detail in the 
accompanying chart. 

Mr. Peters, as an automotive ex- 
port executive, had an excellent 
chance to study this relationship 
between gold, paper currency and 
promises, as well as tariff inter- 
ference, while in Europe, when the 
currency changes took place there 
several years ago. He believes, as 
do most executives in foreign trade, 
that the gold standard, properly 
managed, is a satisfactory medium, 
but that its normal functioning has 
been made nearly impossible as a 
result of tariff strangulation, ex- 
change restrictions and an exces- 
sive direct and indirect credit ex- 
pansion on a small gold base. 

To atone for the tariff abuse the 
course is simple and could be readily 


Bauer Analyzes Monetary 
Problems and Trade 





achieved by reciprocal downward re- 
vision in rates of all nations. 

As regards the excessive credit 
pyramid, Mr. Peters feels that the 
gold content, which is now 25.8 
grains for every dollar, will have to 
be reduced so as to assure a wider 
spread of the metal at the base of 
the existing indirect credit dollars. 
He thinks that this decrease should 
be such as to assure a return to the 
1928 purchasing power of the dollar, 
in which form most of the internal 
and external debts were incurred. 

What this new gold content ought 
to be will depend on the gold credit 
promises existing when the revalua- 
tion takes place, and wolld be indi- 
cated by Mr. Peters if the necessary 
data were made available to him 
by our government at the particular 
time 


It is quite apparent that any re- 
sort to silver as a basis for bimetal- 
ism is likely to lead to complications 
and uncertainties. 

The monetary yardstick, instead 
of remaining constant would become 
variable, just as it is now when the 
dollar structure is built upon a 
small part of gold and an excessive 
credit pyramid, which is highly 
changeable. 

To add silver would create an ad- 
ditional variable factor and necessi- 
tate consideration of three, instead 
of only two factors. This is a situa- 
tion requiring careful thought. 

Silver, as a commodity, however, 
may be expected to improve its po- 
sition in relation to gold as all com- 
modities advance in terms of re- 
valued gold dollars. 

The method of creating more 
paper dollars has already been prac- 
ticed with no favorable effect on 
conditions. It is a practice similar 
to one followed by Germany because 
an expanding gold base is lacking. 

The better plan will be that em- 
ployed by the French, who returned 
to the gold standard when they re- 
duced the gold contents of the franc. 
In case of the revalued dollar, the 
gold contents, depending on condi- 
tions, may need to be reduced to 5, 
10 or 15 grains, as against the pres- 
ent 25 grains. 

There is much confusion regard- 
ing this whole subject in view of 
emphasis placed on depreciated cur- 
rencies, which are a symptom only, 
and can be cured by a correction in 
underlying abuses against the gold 
standard as explained above. 

It is sincerely hoped that these 
few remarks may help to clear up 
understanding regarding the gold 
standard, which, if treated in a 


normal manner, serves international 
and domestic commerce in a Satis- 
factory manner. 
WORLD TRADE LEAGUE OF 
THE UNITED STATES, 
¢ George F. Bauer, chairman. 
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M. E. W. A. ANNOUNCES 
NEW MEMBERS 


The Motor and Equipment Whole- 
salers Association announces an 
auspicious increase in membership 
for the first month of 1933, with 
seven new members, a very good 
start toward exceeding in 1933 the 
record of seventy-two new members 
in 1932, 

The following automotive jobbers 
not previously reported have become 
members: 

Auto Parts Company, Reading, 
Pa.; Charles Shick & Co., Trenton, 
N. J.; Klein Auto Parts Company, 
Wilkes-Barre, Pa.; McLennan, Mc- 
Feely & Prior, Ltd., Vancouver, B. 
C., Canada; Garage Supply Com- 
pany, Ltd., Toronto, Ont., Canada; 
Samuel Trees & Co., Toronto, Ont., 
Canada; Cutten & Foster, Ltd, 
Toronto, Ont., Canada. 


AUTOMOTIVE JOBBERS IN 
BOSTON ARE MERGED 


Boston, Mass., Feb. 10.—Butts & 
Ordway Company, automotive job- 
bers, at 44 Stanhope St., has ac- 
quired the good will and a consid- 
erable part of the merchandise of 
the Americans Motor Equipment 
Company of 880 Commonwealth Ave. 

Wallace G. Page, president of 
American Motor Equipment, states 
that the portion of stock not af- 
fected in the merger, and such other 
equipment, will be placed on sale 
at American headquarters. All ac- 
counts receivable will also be han- 
dled from this address. 

Mr. Page will become identified 
with Butts & Ordway after the final 
disposition is made of American Mo- 
tor Equipment Company. 


| COMING EVENTS | 
Doan ernrne enEnRERENRININARENRNRISSTEEDS EEE 


FEBRUARY 
1-11—Indianapolis. Twenty-second annual 
show, Indiana State Fair Grounds. 
4-11—St. Paul, Minn. St. Paul Auto 
Dealers’ Association show. 
6-11—Ottawa, Canada. Ottawa Automo- 
tive Trade Association show, Coli- 
seum. L. M. McCoy, chairman ad- 
vertising committee. 
1—Denver, Col. Automobile show. 


-1 

-11—York, Pa. York County Automobile 
Deaters’ Association, Inc., show, 
R. C. Keller, president. 


9-11—Springfield, Ill. Springfield Auto- 
mobile Dealers’ Association show. 

9-12—Seuth Bend, Ind. Automobile show. 

9-12—Cedar Rapids, Ia. Automobile Trade 
Association show. 

11-15—Trenton, N. J. Annual automobile 
show, Trenton Armory. John L 
Brock, manager. 

11-17—Toledo, 0O. Automobile 
Dealers’ Association show. 

11-18—Kansas City, Mo. Kansas City 
Motor Dealers’. Association 
show. George A. Bond, manager. 

14-18—Dubuque, Ia. Automobile show. 

18-23—Columbus, 0. Automobile show in 
Columbus Auditorium. 

22-25—Evansville, Ind.- Evansville Auto- 
mobile Dealers’ Association show. 
Otto Hartmetz, president. 

25-Mar. 4—Seattle, Wash. Seattle Auto- 
motive Trades’ Association show. 

27-Mar. 4—Des Moines, Ia. Automobile 
show. 


MARCH 
5- 7—New Orleans. Autombile show in 
Municipal Auditorium. Gordon Her- 
bert, manager. 
10-19—Geneva, Switzerland. International 
au show. 


tomobile 
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M. E. W: A. Booklet, “Tall Timbers,” 


Two-Fisted Presentation of 
Valuable Program 


The Motor and Equipment Wholesalers Association an- 
nounces the issuance of an interesting booklet entitled “The 
Tall Timbers,” containing the hitherto unpublished address 
delivered by B. W. Ruark, general manager of the association, 
at a special meeting held in Detroit during the Automotive 


Exposition. 


Co 





Mr. Ruark’s address was described | know the ability to pay and distribu- 
at the time as “a two-fisted presen- | tion facilities of the jobber. He de- 


tation of a very 
valuable program 
for the protection 
and promotion of 
jobber distribu- 
tion.” 

Primarily, an 
elaboration of the 
fourteen-point 
program of the M. 
E. W. A., the book- 
let contains worth- 
while observations 
and recommenda- 
tions on the subject of manufac- 
turer-jobber relationships, and shows 
how the operations of the M. E. W. 
A. improve those relationships while 
at the same time preserving the 
complete independence of the asso- 
ciation in working for jobber dis- 
tribution. 

Although Mr. Ruark takes his coat 
off, and deals with the subject in 
no uncertain manner, his objective, 
as he brings out in the booklet, is 
to effect a better understanding of 
the automotive jobber and the es- 
sential services he performs as a 
distributor of after-market automo- 
tive products. 

“Tall Timbers” describes each 
point of the M. E, W. A. fourteen- 
point program, shows how the asso- 
ciation functions through this pro- 
gram for the benefit of both jobbers 
and manufacturers, and seeks to 
“utterly demolish any misconception 
in the mind of any one which may 
have resulted from either lack of 
information or propaganda designed 
to misrepresent our association.” 

Relating past efforts to operate 
successfully a dual manufacturer- 
jobber association, and clearly indi- 
cating his belief that those efforts 
were negligible as regards results 
in things that really count, Mr. 
Ruark maintains that the M. E. W. 
A., composed entirely of jobbers, 
can‘do a better job for its members 
and the jobbing industry than an 
association made up of both manu- 
facturers and jobbers. He further 
contends that the M. E. W. A. can 
and does co-operate more efficiently 
with manufacturers than the dual- 
type organization. 

Tllustrative of this, it is stated: 
“We do not contend that respon- 
sible manufacturers, under the dual 
jobber-manufacturer set-up, wrong- 
fully use their influence to limit 
the freedom of that type of organi- 
zation to act in the interests of the 
jobber, or the freedom of job 
to act in their own interests. But 
we do assert and maintain—and 
our position is based upon experi- 
ences in both the single type and 
dual type organization—that in the 
latter jobbers cannot do certain 
very necessary things for the pro- 
tection and promotion of their 
business, because in so doing they 
would seriously, and in some in- 
stances, irreparably embarrass their 
manufacturer friends with other in- 
terests with whom they, the manu- 
facturers, have business relations.” 

In the booklet, the fourteen points 
in the M. E. W. A. program are re- 
ferred to as “Fourteen Tall Tim- 
bers,” and Point No. 8, described as 
the “M. E. W. A, Interchange of 
Members’ Experiences on Lines 
Handled,” is set forth as_ the 
“tallest” of the “Tall Timbers,” or 
the Gold Star Point of the M. E. 
W. A. program. 

In a detailed description of this 
important association activity, Mr. 
Ruark asserts that it is just as im- 
portant for the jobber to know the 
ability to perform and the co-opera- 
tive facilities: of the manufacturer, 


as it is for the manufacturer: to no Wilke, dikinosh Ps titeeet 











nounces the failure of the dual- 
type association to recognize this 
fact and declares that it stands in 
the unenviable position of “making 
fish of one and fowl of another.” 
He further says that “Our associa- 
tion’s interchange of jobbers’ experi- 
ences of manufacturers is not un- 
fair or detrimental to the manufac- 
turer. It is a valuable service to 
the jobber, It is a protection to 
the reputable manufacturer, even as 
the manufacturers’ interchange is 
a protection to the reputable jobber. 
It will strengthen the bond of 
mutual interest between the manu- 
facturer and the jobber.” 

The fourteen tall timbers, or 
points of the M. E. W. A. program 
are referred to as follows and dis- 
cussed fully: 

“Constant demand that unsound 
trade practices be eliminated, backed 
by unified jobber opinion.” 

“Continuous contacts with other 
trade elements, such as car manu- 
facturers, oil companies, tire com- 
panies, etc., to bring about a better 
appreciation and understanding of 
jobber distribution.” 

“Contracts with manufacturers 
distributing through jobbers to in- 
terpret to them jobber opinion on 
sales policies and practices. 

“Maintain at high efficiency oper- 
ations of the regional groups, the 
working units of the national body. 

“Campaign of publicity to keep 
jobber distribution to the forefront. 

“M. E. W. A. distribution charts 
for regional groups, through which 
jobbers may know who else is 


handling the line, information which 


is being utilized by jobbers to great 
advantage. 

“Campaign to customers of the 
jobber emphasizing how the jobber 
assists them in operating profitably. | 

“M. E. W. A. bureau of inter- 
change of jobbers’ experiences on | 
lines handled for use by members. 

“General monthly bulletin serving 
the two-fold purpose of supplying 
members with valuable information 
and of bringing about unified job- 
ber opinion on matters of trade in- 
trest. 

“General and special surveys on 
various phases of management in 
the wholesale automotive field, e. g., 
methods of compensating salesmen, 
budgetary control, operation of | 
branch’ establishments, machine 
shop sales, increasing the unit of | 
sale, etc. | 





“Merchandising exchange depart- 
inent, facilitating the sale of slow- 
moving items, overstocks and dis- 
continued lines. 

“Purchasing information questio1- | 
naire to assist jobbers in the matter 
of certain accurate data, since 
profitable selling depends upon effi- 
cient buying. 

“Collection service which puts the 
prestige of the national association 
back of jobbers’ efforts to collect 
past due accounts. 

“Adjustment service, through 
which matters in dispute between 
jobbers and manufacturers and 
others are handled.” 

The announcement states that 
Tall Timbers is intended to convince 
any and all persons that the M. E. 
W. A. is a most constructive force 
for good in the automotive industry, 
bringing substantial benefits not 
only to jobbers, but to their manu- 
facturing connections. 





WILLYS SALES UP 
Toledo, Feb. 10.—Shipments by 
Willys-Overland Company during 
January were 87 per cent. ahead of 
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WHOLESALE 


Edited by Charles S. Zack 


HALL OPENS FACTORY 
AT WALKERVILLE, ONT. 


R. P. Hall, vice-president of the 
Hall Manufacturing Company and 
for the past five ™ 
years European 
representative of 
that company, has 
been elected vice- 
president of the 
Hall Manufactur- © 
ing Company of 
Canada, Ltd., 
with offices and 
factory at Walk- j 
erville, Ont. Mr. & 
Hall is a Cana- 
dian and has a 
wide acquaintance among the Ca- 
nadian automotive trade. He will 
continue to serve as vice-president 
of the parent company. E. A. Hall, 
well known to many Canadians, is 
president of both the Canadian and 


American companies. 








R, P. Hall 
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The jobbers’ division of the N. S. P. A. recently sent a 


questionnaire to all members asking them to suggest the 
problems that have been most trying to them during the year, 
Approximately seventy answers were received, on which five 
or six subjects were mentioned, but the great majority ex- 
pressed the belief that the present method of selling from 
warehouses was a thing that was most troublesome to them. 


In addition to warehousing, the ¢ 


matter of inadequate profit margins 
was brought up. 

Jobbers are not alone interested 
in what it costs them to do busi- 
ness, but are very much interested 
in finding ways and means to better 
merchandise products and reduce 
their costs of doing so. The ques- 
tionnaire shows the average cost to 
the jobber of doing business is about 
30 per cent. In some sections of the 


country there are jobbers who have 
a higher percentage than that; in 
other sections somewhat lower. But 
the average is 30 per cent. 

Some jobbers are confronted with 
the problem of chain stores, mail- 
order houses and such competition. 

Jobbers had hoped that this prob- 
lem would perhaps be eased for 
them during the year, but it didn’t 
work that way, 








eo LOYALTY zs a valuable 


feature of the 
CADILLAC-LA SALLE 
franchise 





> . 
ey The relation between a Cadillac owner 


\+~ 
ie 
~~ 
=) car industry. Generally speaking, the 


man who drives a Cadillac has paid from 


and his dealer is unique in the motor 


three to five times as much for his car as has 
the average motorist— and his interest in 
properly protecting his investment is corre- 
spondingly greater. This means, quite natu- 
rally, that his contacts with his dealer are 
more regular, and that the dealer has every 
opportunity to preserve the owner's good- 


will and friendship. 


As a result, it is usually not diflicult to hold 
a Cadillac owner throughout all the years he 
drives a car—and it generally follows, as a 
matter of course, that the younger members 
of his family likewise come to Cadillac when 
the time arrives for them to purchase cars. 
In fact, it is not unusual to find a community 
in which family after family has given all 
its motor car business to the local Cadillac 
representative for an extremely long period 


of time. 


It is not difficult to see what a desirable 
relationship this is from the standpoint of the 
dealer. To a certain extent, at least, it gives 
him an established clientele that is largely 
immune to the representations of rival motor 
car salesmen. And the longer he is in busi- 
ness, the more likely this condition is to 
obtain—for the strength of his friendships 


grows steadily through the years. 


Especially at a time like the present, we can 
see the very tangible benefits of such a close 
owner-dealer relationship. For many a Cadil- 
lac dealer and distributor is able to meet a 
considerable share of his overhead out of an 
assured back-log of business from old and 


time-tested friends. 


There are now some desirable points at which 
the Cadillac-La Salle franchise is available — 
and dealers going into them will have an 
opportunity to build up precisely such an 
owner-loyalty as we have here discussed. 
For detailed information, address the 
General Sales Manager, at Detroit, Michigan. 


CADILLAC MOTOR CAR COMPANY, DETROIT, MICHIGAN 


Division of General Motors 
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Let’s Be Selfish 


By BOY H. FAULKNER 
Vice-President in Charge of Sales, the Pierce-Arrow Motor Car Company 


A great depression has been stalking the highways and 
byways for several years, filling the public prints With 
stories of s ‘fering, bringing to the platforms a lot of false 
prophets and half-baked pollyannas, who have attracted 
attention because the world was hungry for help. Indica- 
tions point to the fact that it is slowly dying a natural death. 
We had an overproduction of everything. Everybody will 
admit that. But I do not believe that any one will say that 
we are overproduced today. The shelves of the United States 
are empty and millions have immediate need of life’s bare 
essentials. We are suffering from under-consumption—a 
condition that we can cure if enough of us satisfy our own 

ter, as far as your time and your 


selfish desires. 
It is not a condition that can be 
cured by any magic, by any politieal | inclination will permit. If your din- 
party or by any great plant. It is|ner jacket be old and 4 little tight, 
a condition that will have to be| be measured for a new one. You 
cured by each of us assuming his | will never find clothing costing less 
responsibility. |than it does at present And since 
So, let us be selfish—those of us | “tails” are coming back, mo doubt 
who can. If the theater be one of! you can buy a tuxedo and a tail 
your enthusiasms—go to the thea-! coat for less than you paid for a’ 
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5 Coupe 3,595/5 A.W. Phaeton.4,l:. 5 Sedan ....... 1385/4 Comv. Coupe ..15¢0 |2-4 Conv. Road.. 900 
5 Town Sedan .3,695 2 Coupe oonne hae NASH—8-cyt. 128 W. B. 
CADILLAC V-12—lI12-cyl. 140 W. B. “" oe 4 Special Eizht Models 
E Bod» bv Fleetwood TRAE ert, | 2 W. B. 2 abe. x. 555504 965'2-4 Coupe ¢(R.S.).1,015 
5 Sedan .3,995/5 Town Cab.....4,695 5 segan 1985\Cony. Cour org, 2 4-dr. 4-window 2-4 Con. Road. .1,055 
7 Sedan .4,145'7 Town Cab.....4,845 Ginh Sedan |)" 1985 Viete Coupe ....2390 Town Sedan ..975/5 2-dr. Conv 
7 Limousine 43457 Lim. Brough..4.845 ¢2! r ++ + 1965 ictoria Brough . 2445 5 4-dr. 6-window | Sedan 1.095 
CADILLAC V-1G—16-eyl. 119 W. B. | Coupe. —e 2695 Sedan 1,015 
AC V- G-eyl. . B SR cea oa ake o ee! a : 
Series 452-C. Bady by Fleetweed Fetes ee : NASH—8-cyl, 128 W. B. 
5 Sedan 6,250'Town Cabriolet seats aw Se 2-cyl. 144 W. B. Advanced Twin Ignition Eight Models 
7 Sedan 6,400! (Opera Seats) 6,850 5 sega S eries 7 anae 2 Coupe ........1,255|2-4 Conv. Road. 1,395 
7 Limousine .6,600/Town Cabriolet..6850 2 ',°*" .-+-2885'7 Sedan ..... 2985 2-4 Coupe (R.S.)1,275/5 Victoria 1.395 
7 Lim Brough. .6.850 ” Club Brough. .2885/7 Limousine 3185 5 4-dr. 6-window 15 4-dr, Con. 
CHEVROLET—‘-cyl. To W. B VORD—t-cyt, 166 W. B. Gotan 1.3eer Sedan 1.078 
Sport Roadster...485|Sport Coupe .... 535 peeaewe Lever Soares Lene Coupe. . 538 NASH—S-cyl. 133-142 W. B. 
Coupe  "495iSedan . 565 Phape, sereees .+-440/Pordor Sedan ....440 Ambassador Twin Ignition Models 
Coach 515!Cabriolet 565 & aeton .... ...445/Victoria .. . 550 2-4 Coupe (R.S.) 1545/5 4-dr.-4-Window 
Phaeton * "515 : Tudor Sedan ....450 Cabriolet .. 560 5 4-dr.-6-Window | Brougham 1820 
fos epee eer i De L. Roadster .450'De Luxe Fordor eee 1575/5 4-dr. Conv. 
z CHRYSLER—f-cyl 117 W. 3 Sport Coupe ....485) Sedan ...-595 2-4 Conv. Road .1645| Sedan ........1875 
2 Business Coupe. 795 5 Sedan ...... 845 De L. Phateton...495 Con. Sedan - 600 5 Victoria ......178574-dr. Sedan 1955 
4 Brougham ..... 795|4 Con. Coupe 885 De Luxe Tudor | 5 4-dr.-6-Window 7 4-dr. Limou 2055 
4 Coupe (R.S.)...8355 Con. Sedan ...1,055  Sedan.......... 50 COG oasesas: 1855] , ea 


single suit three years ago. 
have a son graduating from sehcol, 
why not keep him there another 


year? He may be just acquiring 


If you 


NEW D 


the habit of study, and he may learn 


more in that extra year than in 
all the four behind him. And you) 
may break his heart if you turn him 
loose in a world in whieh he may 


find no place to work just now. 


Be good to yourself, if you have} 
You can afford it better 
In satis- 


money. 
now than ever before. 
fying mest cherished dreams, dimes 
and dollars go farther than they | 
have in years—and it may be many ! 
years before we will be able to buy 


the great values of foday. 


If your favored sport is golf, rid- 
ing, sailing or driving, 
bring your equipment up to date 
and enjoy it, adding a little fun 
and recreation? Golf «lub member- 
ship rates have been reduced; boats 
are cheaper than they bave been 
Time spent in reerea- 
‘tion will add to the courage you need 
| to carry on. 
You may say, “What a spendthrift 


for years. 


(Continued on Page 8) 


FORD—V-8. 106 W. B. 


why not 


PRICES OF PASSENGER CAR MODELS 


. OLDS MOBI 5 W. B. PONTIAC—S-cyh 115 W. B. 
Business Coupe » TAKS er ? Roadster ....... 666/2-dr. Trav. Coupe.675 
5 Coupe ..... .-.7%5\Cony. Coupe ..825 52-dr. Sedan ...6352-4 Con. Coupe .. 685 
Tourtmg Coupe ..775/Touring Sedan ..855 2 Stam. Coupe ...605/4-dr. Sedan .. 695 
Sport Coupe ..... 780! 4 Coupe (R.S.'...670 

OLDSMOBILE—*#-cyl. 119 W. B. ik Ww. & 
Business Coupe. .845{5 Sedan... 925 Fiyiag Cluod Models 
5 Coupe ......... #46\Conv. Coupe ....925 Stan Sedan ..... 995\Elite Sedan . 1088 
Touring Coupe ..875'Touring Sedan ...956 Stan. Coupe ..... Coupe. ... 1080 
Sport Coupe ....880 St. Con. Coupe. .1045'Elite Con. Coupe'tl40 
PACKARD—%-cy!. i77's W_ B. REO—4-cyl. 131 W. B 
a > We WY. Royale Models 
S5Sedan ..... ..2150/Coupe Sedan 2190 
2Coupe 2.2... 2160\Coupe Roadster .7250 Stan Sedan ....1745/Hlite Sedan ..... 1845 
Stan. Victoria . 1745: Elite Victoria 18% 
PACKARD—S-cyl. 136 W. B. Stan. Coupe ....1746/Elite Coupe 1845 
2Coupe ........ 2350/5 Coupe 7440 
5 Phaeton ''2370|7 Sedan ||...) 2086 socmne~sen_ te © 
oes q Standard Models 
.2336|7 Limousine ... .2550 ex 
Cid Sedan |... 2398/Con. Victorie :: 2780 § Coach ......... ee OemRe aa anas = 
& Tour . -2390|\Com. Sedan 7a90 oe ° ’ 
eae me & DRED cccccccce 61515 Conv. Sedan... @6 
Super Eight Modet : BOCKNE—4cyl. 110 W. B. 
; e De buxe Models 
OE naodudassdissasecées oat 2750 | 
5 Coach 67014 Coupe ..........665 
PACKARD—#cyl. 147 W. B. 2 Coupe .. 6308/4 Comy. Roadster. 720 
Seper Eight Models 5 Sedan . 6605 Conv. Sedau 748 
2Coupe ........2780\7 Sedan . ... 3090 STUDEB Rte 3 
Coupe Roadster.28705 Spt. Phaeton ..3150 . —-- ay = 
5 Phaeton . . .2890/7 Limousine 77 . 
Club Sedan |... 2975\Conv. Vieteria ..3440 ? Coupe S05/6 St. Regis 
5 Coupe .12980\Cony. Sedan ..:-3590 $ Coupe 518) | Brougham - 
5 Tourer “2980 §Geden ..... .940 5 Cony. Sedan 1640 
4 Conv. Roadster ..940 
a ° y 
s PACERS ces, 38 U. &. STUDEBAKER—6-cyl. 117 W. B 
2 Coupe ..3720'5 Coupe .... 3890 Regal Models 
5 Phaeton ...-3790/Spt. Phaeton 4090 , Cor 970'5 S' - 
Coupe Roadster 3850/Cont. Victoria ..4499 4 & pe ieael ~ Regis 1945 
5 Sedan ........3860 Conv. Sedan . ..4650 § GouPe @| Brougham : 
Club Sedan 3380 > an . .10455 Conv. Sedan 1145 
4 Conv. Roadster 1945 
PACKARD—ts-cyl, 163 W. B. é STUDEBAKER—8-cyl. 117 W. B. 
7 Sedan 4085|7 Limousine 4285 Commander Standard Mod *is 
PACKKARD—12-cyl. 147 W. B. 2 Coupe 19255 St. Regis 
Custom Models 4 aan ..1075| Brougham 110@ 
5 Sedan 1100'5 Conv. Sedan 1200 
Spt. Phaeton Con. Sedan 5 Cx “ , 
(Dietrich) 5875 (Dietrich: 6570 ” Conv, Roadster. 1138 
Sta. Coupe ‘Formal Sedan STUVDEBAKER—#-cey!. 117 W. B. 
« gags oa 6000)=—s ( Dietrich) 7000 Commander EKegal Modets 
Yon ictoria |A. W. Cabriolet 2c 5 
(Dietrich) 6070; (Le Baron) 7000 4 Geame pes P a 1205 
Con. Runabout A. W. Town Car 5 Sedan 12053 Conv. Sedan 1325 
(Dietrich) 6685 (Le Baron) 7000 4 Conv. Roadster.1225 ma 
PIERCE-ARROW—%-cyl. 130 W. B. STUDEBAKER—8-<« 25 
’ J cR—S-cyl. 125 W. B. 
Standard Models President Standard Models 
2Club Brougham 5 Sedan 2575 4 Coupe 1355/5 St. Regis 
(Trunk on rear) .2385/5 Club Sedan 2695 Saas --. 1415 Brougham 1415 
Ot R ‘ 3 ’ t 
PIERCE-ARROW—S-ey!. 126 W. B. hv oadster.1415.5 Conv. Sedan 1575 
Salon Medels hal em m WwW SOCB:z’C. 
Club Broutham '5 Sedan 2740 President State Models 
- 7 ‘ 4 Coupe 1460.5 St. Regis 
(Trunk on rear) .25505 Club Sedan 7869 SSedun _ 1520' Brougham 1520 
PIERCE-ARROW—8-cy!. 139 W. 2. # Conv, Roadster.1520\5 Conv. Sedan 1680 
_ Standard Models STUDEBAKER—#-cyl. 135 W Lb. 
7 Sedan 2850/7 En. Dr. lim 2975 President Sneedway Models 
PIFRCE-ARROW—8-cyl. 139 WB. =, GouPe - 1e85'¢ Conv. Roadster. 1728 
Salen a 55 dan 1715 7 Sedan ean 1866 
Mod 5 St. Regis |5 Conv. Sedan 1885 
7Gedan ........ 3015/7 En. Dr. Lim 3140 Brougham 1715 Limousine 1965 
PIERCE-ARROW—12-cyl. 136 W. B. STUDEBAKER—8-cyl. 155 W. B. 
1236 Standard Models President Speedway State Medels 
5 Club Brougham 5 Sedan 2975 4Coupe ........ 1760/4 Conv. Roadster 1826 
(Trunk on rear) .27855 Club Sedan |. .3095 5 Sedan 1820/7 Sedan ....«.....1970 
5 St. Regis 1S Conv. Sedan 1990 
PIERCY -ARROW—1*-cyl. 139 W. B. Broughain . 1820 Limousine 2070 
1236 Standard Models 
i STUTZ—* . 7? . 
7 Sedan 32507 En. Dr. Lim ...3375 ta = 
PIERCE-ARROW—12-cy). 137 W. B. SOOBPO os cccces 1995'5 Ctub Sedan 1995 
Se eee eae B § Sedan beaenead 1995/Cabriolet Coupe. 2285 
5 Club Brougham 5 Tourer .. 3950 - 
(Trunk on rear) .3650 5 Spt. Phaeton STUTZ—#-cyl. Li's W. 
5 Sedan ........3785)(Ton. Windser’n)4150 | SV-16 Challenger Series 
2-4 Coupe (R. S.)3785,5 Club Berline > Coupe . 2406/2 Speedster . 2880 
Con. Coupe Rdr (Trunk on rear).4159 5Sedan ........ 2780'Cabriolet Coupe.28a0 
‘R. Ss.) ........3990'5 Con. Sedan WED. one nwte 2780'Torpedo Sp'dster. 2980 
5 Club Sedan (Trunk on rear).4250 Clab Sedan ....2830 
(Trunk on rear) .3950 1 
STUTZ—8-cyl. 145 W. 
PIERCE-ARROW—12-cyl. 142 W. B. SV-16 Gaolecame Sates 
1242 Custom Models 7 Sedan . 3245 Cabriolet Coupe. .3445 
1Sedan . . 39857 Tourer $2590 7 Limousine . .344575 Conv. Sedan 3495 
7 En. Dr. Lim . .4250 
STUTZ—S#-cyl. 13412 W. B. 
PIERCE-ARROW—12-eyl. 142 W. B. DVS? Challenger Series 
1247 Custom Models 5 Cee sss cine 3195/5 Cub Sedan 3580 
5 Sedan .. -4295/5 Club Berline 5 Sedan .....3480 Cabriolet Coupe. .3680 
5 Club Sedan (Trunk on rear).4600 2 Coupe .++++-3480'Torpedo Sp'dster .368C 
(Trunk on rear) .4400 2 Speedster . 3580 
PIERCE-ARROW—1!2-cyl. 117 W. B. STUTZ—%eyl MS W. B. 
1247 Custom M ' DV-32 Challenger Series 
7 Sedan ........ 4535|Town Bro’m (Small 7Sedan ........ 3945'7 Limousine 4145 
7 En. Dr. Lim...4800'Quarter Windows Cabriolet Coupe.4145,5 Conv. Sedan . 4195 
Con. Victoria {Brunn) owawneseee WILLYs—4 L 156 0. A* 
(Le Beron) ....5200,\Town Bro’m ‘Large , er fie 
. } ie SENSOR scceccess 395\4 Sedan .... 445 
Coupe (Metal! Back Quarter Windaws. . 
“ 2 5 4Coupe .........425 Custom Sedan ...475 
(Le Baron) . 5300| Brunn) ..- 6700 4 Cust Cc 445 
Coupe ‘Leather Town Car (Sta- meme Coupe. 

Back, Le Baron) .5600 tionary rear quar- WILLYS—4-eyl. B41 ©. A.* 

Clu» Sedan (Le lter, Brunn).. #700 2 Stan. Coupe ...595'Custom Sedan ...675 
Baron} ....-9700/Town Cab/let (Col- Custom Coupe . .675 

Con, Sedan (Le \lapsible rear quar- WILL YS-KNIGHT—4-eyl. [71 0. A.* 

| errs 5700\ter, Brunn . 72 Medels 99K 

Con. Sed. with par-|En. Dr. Bro’m (Li- 2Stan. Coupe ..695\5 Custom Sedan, .775 
tition (Le Baron)6100 mousine Front, 4 Custem Coupe 

En. Dr. Limeusme (Brupn) . .7200 Gee eseae . . TT} 

(Le Baron) . 6200! emai 

PLYMOUTH—6-cyt. 107 W. B. *O. A.—Overall lergth of chass's mstead 
2 Stan. Coupe ..495\5 Sedan ........ 545 of wheel base. 
2-4 Spt. Coupe -4 Con. Coupe . 565 


OKLAHOMA RHODE ISLAND 
| De Soto-Plymouth — Oklahoma|_ Willys-Overland — Cardoza Motor 
| Motor Company, Tulsa. | Sales, Newport; Auburn Motor Car 
OREGON — of Rhode Island, Provi- 

Studebaker — Umpqua Garage, | 


| Roseburg. SOUTH DAKOTA 


| Willys-Overland — Irwin 
| Willys-Overland — Salem Auto- : 
mobile Company, Salem. | Serves, Stasten. 


i TEXAS 
PENNSYLVANIA | De Sote-Plymouth—Bacon Motor 
De Soto-Plymouth — Ernest 


C. | Company, Lubbock, 
Faucett, Westchester. | $tudebaker—A. P. Mitchell 


Motor 


Auto 


| Rockne — Bonsall & Wilson, | Company, Fort Worth. 

| Coatsville. Willys-Overlanu—H. H. Hering, 
Studebaker—W. J. Dible Garage, |McGreger; Young Auto Company, 

| Wilkinsburg. Beeville; H. C. Robertson, Gonzales; 





| Willys- Overland — Herring &/|Janak Motor Company, Smithville; 
| Shaulis, Somerset; Rhone Motor | Winerich Motor Company, Corpus 
Company, Clearfield; Fourth Street Christi; Wimerich Motor Sales Com- 


Garage, Huntingdon; Buchecker- | pany, Laredo. 
Willams Motor Company, Inc.,| Roekne—X. R. Gill, Inc., Dallas. 
Bethlehem; McCormick’s Garage, | WISCONSIN 


Lemoyne; Mercer Auto Company, Wiltys-Overiland—E. W. Schwartz 
Mercer; Damon A. Jolson, Bristol; | Motor Company. Milwaukee. 

Ernest B. Jones, Inc., Jenkintown;| Reekne—Campbell & Paruleskl, 
L. S. Creamer, Pleasant Hall. | Tomahawk. 






















































































(R.S.) (Recent price changes in bold face) 




























































Ec ih Ea ote 





Thoroughgoing tests of 
comparison with those made 
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FINDS ALUMINUM CYLINDER 
HEADS BENEFICIAL 


Edited by Herbert Chase 


aluminum cylinder heads in 
from cast iron were made by 


Graham-Paige Motors Corporation prior to their adoption 


by this company. 


The results of some of these tests were 


reported in a paper read by F. F. Kishline, assistant chief 


engineer of the company, at 


the Society of Automotive Engineers. 


@-— 


condensed form follows: 
Aluminum as a cylinder head ma- 
terial has been found valuabk in 


making possible a consideratle in- | 


crease in this compression and ex- 
pansion ratio in automotive engines. 


The measured gains in perform- | 


ance had by using aluminum as 


compared with iron for cylinder head | 


material in L-head engines are de- 
rived mainly from the increased 


compression ratio possible with a | 
No | 


fuel of a given octane rating. 
gain in performance is to be ex- 


pected if the ratio is not increased. | 


On the contrary, a Joss will be shown 
where aluminum is substituted for 
tron and the ratio left unchanged, 
particularly at low speeds and low 


temperatures, unless with the iron | 


head the engine knocks badly when 
developing its maximum power. In 


this latter case aluminum will usu- | 


ally prevent the knocking and there- 
by effect more favorable combustion 
that im some instances results mm a 
slight overall improvement. 

in the comparisons to follow, iron 


heads having 5.5 to 1 ratios gave 
very satisfactory service with sixty- 
two to sixty-five octant gasoline. 
Data on performance are taxen 


from dynamometer tests of the same | 


engines under identical conditions 
of air, water and mixture tempera- 
tures, and with the same manifold 
sizes, carburetor sizes, valve sizes 
and timing, with nothing changed 
except the cylinder heads. All the 
figures from iron are the 5.5 to l 
ratio and all the figures for alumi- 
mum are the 6.5 to 1 ratio. The in- 
creased ratio is now used in pro- 


the recent annual meeting of 
This paper in slightly 





|duction engines with aluminum 
| heads. 

Some desirable features more 
ficult of evaluation but none the 
less definitely present in some de- 
| gree with the higher ratios are: 


Fuel consumption, decrease......... 1042 
| Power plant weight reduction, ap- 
SE, Freda dae. anew me séuee.e 
Car weight reduc’n, approximately... 1 
iron Aluminum 
| Horsep’r per cu. in... .34 to .345 .38 to .39 
| Fuel consump’n, Ibs. 
| per brake h. p. 
(taken at mzoxkimuimn 
horsepower ........ -729 656 
Per ct 
Horsepower increase..............+-. 1042 


Torque increase.... 
1. Better idling, owing to 23 per 

cent. less residual burned gas for 

|dilution of the incoming charge. 

2. Better starting owing to slightly 
greater vacuum at a given cranking 
speed because the engine, having 
less clearance volume, is more ef- 
|ficient as a pump, and a roticeably 
faster acceleration or take off after 
| first firing. 

3. Lower exhaust gas temperatures 
because of higher thermal] efficiency 
|resulting in lower under hood tem- 
peratures and some better exhaust 
valve life. 

4. Slightly better cooling with a 
given radiator capacity. The higher 
heat conductivity of aluminum is 
evidently more than offset by the 
decrease of flame swept area and 
better thermal efficiency. 

5. Somewhat decreased connecting 
rod bearing loads at high engine 
speeds resulting from additional as- 
|sistance offered by higher gas pres- 
sure in opposing inertia at the upper 
end of the stroke. 

6. Fewer ill effects from carbon 
accumulation apparently resulting 
from lower peak temperatures of 
combustion chamber surface. This 





(Continued on Page 8) 





ait- | 
| with the selection and handling of | 
| personnel and the relations between 
;mechanics and drivers. 


| his pen. 





| ment and labor-saving devices. 





|called attentien to an attempt to 





sale of lawful merchandise in com- 
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GLYNN, WINCHESTER, | K.ccentric Grinder for Hard 
SPEAK BEFORE A. 5. A. Valve Seats 


{Continued from Page 1) 
It is his view that operators | 
of large truck fleets would much pre- 
fer not to “go into the automobile 
business” by establishing thelr own 
Shops for repair and maintenance 
work, but in general they have been 
forced to do so because of the lack | 
of well-organized commercial] shops 
with sufficient initiative and an or- 
ganization capable of handling work | 
of this type efficiently. 


Mr. Winchester dealt at length | 


He also 
mentioned the desirability of keep- 
ing vehicles clean and of making use 
in the shop of proper tool equip- 





FOREIGN PACKAGING 
IMITATES AMERICAN 


New Britain, Conn., Feb. 10.—The 
Stanley Works of this city have just 





Hall eccentric valve seat grinders in use on an engine preduction line 
confuse electric lamp bulb buyers as 
to just what they are getting. 


In the accompanying picture is 
shown one section of a battery of 
twenty-four eccentric type grinders 
in the production line of one of the 
popular low-priced cars. Because 


Several car manufacturers have 
| adopted exhaust valve seats of 
Japanese manufacturers have | |steHite or other hard alloys as | 


lately been flooding this country stamdard equipment in their 1933 


With ohectaly HENS, Wikia Leave sande For yi or more this t f of the extreme hardncss of the seats 
: : : a year e this type of | 0 € ° seats 
such inroads on the market that | valve seat has been standard in | grinding with high-speed, eccentric 
some American producers of this | |many truck, airplane and marine |erinders has proved a highly satis- 
equipment have closed plants and;engines. Tests have shown that in | factory method for finishing hard- 
added to unemployment. These | engines with this type of valve seat | cmed scats to the accuracy demanded 
foreign manufacturers have recently tend to hold their power better, to|by motor car manufacturers. The 
sent into this country lamp bulbs | show higher fuel economy and less | production grinders shown are made 
packed in cartons bearing the name | | frequently to require valve adjust- | by the Hall Manufacturing Com- 
Stanley, and using the same letter- | ment. pany. 
ing and colors that this company | —_—_——_——_———- aetna 
employs in packing its goods. As 
a matter of fact, the Stanley Works | petition with others. But it is our “WAL VE SEAT DIAL GUAGE 
is not in the business of manufac- | °Pinion—and one to which we think , 
turing bulbs, but the evident intent | other manufacturers will subscribe 
is to tie the foreign product up with | that capitalization by another or- 
the Stanley goods and make buyers | ganization of a name, color, signa- | 
think they are purchasing Ameri- | ture or type design which has helped | |fered by the Hall Manufacturing 
can made electric bulbs. 'to establish consumer censciousness |Company, Toledo, O. It is used in 
C. F. Bennett, president of the/of a particular product for more | connection with valve seat grinding 
Stanley Works, said: ‘than three-quarters of a century is| equipment and for gauging valve 
“No one can deny the right of | somewhat outside the frinse of ac- | seats in production. It is simple in 
another nation to emgage in the} | cepted standards of business prac- | construction, easy to read, accurate 
thee.” ‘end adaptable for use with any pilot. 


A dial gauge for use ix measuring 
valve seats variations is being of- 


Cumulative New Passenger Car Registration Statistics, J anuary, 1933 


Returns for today: Delaware and West Virginia 
























































_ AUBURN GROUP __ CHRYSLER GROUP _ FORD GROUP GENERAL MOTORS GROUP 
States S © ra | e = 2 | = | 
Ss 2 = 3 ‘a és 2 & w ” s S |e! & » 
3 7 = - ” ce E Gs s § ns © = > w .s | = = 
3 2 2 = e ® 2 = z 5 ° 3 ES = - 3 = S 
« oO - oO a a a = & wl = 2) o a) a So | a | = 
Delaware ee | 7 FF 21) _ 33t 44 44| 17| 100 4 20) 141 
IMinois i *« 32 48] 113,171,237, 954) 475] 1165 35, 1200] 321 33's 1601 25| «155 379} 2514 
West Virginia l | 10) 10) 62| 157| 239 "A ie g l ~ 30: 
Line Totals 46 2| | _132| 183} 300; 1182; { 
Group Totals | | | 48 | | | | | 1747 | | 
Delaware, 1932 | | | ee ee ee ee ee ee | 35, 2i 4 wm 3 11; 24 164 
Hlinois, 1932 a ae 56 | 104 = (172; 323, 19] 18) 271] 378, = s«5j 2037 34,206 257) "2963 
West Virginia, 32 | 2 — 3] 18) 37) aj i0f— YH as 3s 8 40 __ 360 
Line Totals, ’32_| 3! 131| 2 383) | 421| 21 434| 56, 2411) 40 225 321| \ 
_Group Totals,’32} span ; ’ = ; | ___ 886] | 442) l l l | 3487 
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effect has been repeatedly observed 
on cars having 20,000 to 30,000 miles 
gervice over a period of a year and 
can be attributed only to the alu- 
minum material because that was 
the only major change in an engine 
used in production previously with 
the iron heads. When performance 
checks are made on these cars they 
are found to have less tendency 
toward knocking and less loss of 


performance than those equipped 
with iron. The difference is not 
extermely great, but is definitely in 
favor of the aluminum. 


7. Smoothness at least equal to 


that had with iron with one ratio 
lower, owing to equally low rate of 
pressure rise during combustion. 


8. An increased feeling of liveli- 
ness, or responsiveness, at speeds 
above about 35 miles per hour. This 
impression is gained by owners’ and 
non-technical men in driving the 
cars so equipped and is contributed 
to the fact that the gains in per- 
formance realized are greater as the 
engine speed increases. This char- 
acteristic is accounted for by the 
knowledgs. that--héat lost tu=wthe 
cooling water decreases as the timé 
occupied by the power cycle de- 
creases, thus permitting the higher 
conductivity factor of aluminum to 
subtract less thermal loss in that 
manner, and the fact that the 
higher compression ratios auto- 
matically increase the efficiency of 
the engine as a pump, thus improv- 
ing its volumetric efficiency at its 
higher speeds. This is shown in 
the previous tests by the presence 
of a higher manifold vacuum when 
the high ratio heads are used. While 
it is true that these items are not of 
great magnitude, it is also a fact 
that the net result is appreciated by 
persons not familiar with engine de- 
sign. When low ratio heads have 
been substituted on proposed models 
to reduce cost those once accustomed 
to higher ratios have immediately 
complained of a dead, or heavy feel- 
ing, in driving the cars without 
knowing the cause. 


In some instances aluminum head 
material has been substituted for 
iron with the compression raised 
approximately one ratio with no 
improvement in wide open throttle 
performance. Such an experience 
may easily materialize where in the 
particular engine a restriction be- 
tween the cylinder head and the 
valves in the open position already 
existed. Naturally, when the head 
is reduced in height to raise the 
ratio this restriction is accentuated 
sufficiently to counteract the gains 
from the higher ratio. This re- 
quires a combustion chamber change 
reducing the volume elsewhere and 
leaving the breathing space around 
the valves unchanged. Another 
possible disappointment can come 
from insufficiently cooled spark 
plugs or valves. It is necessary to 
select spark plugs more carefully 
and to keep the valve seat widths 
and spring pressures up so that a 
maximum possible heat flow from 
the exhaust valve to the cylinder is 
obtained. 

Although the stiffness of aluminum 
is almost equal to that of cast iron, 
it is profitable to give close atten- 
tion to the ribbing on top of the 
combustion chambers or between 
studs with either material when the 
ratios are increased. Ribs should 
be arranged to act as clamps or 
beams to transmit the stud pressure 
to localities where they can be more 
effective in holding the floor of the 
head down on the gasket. For in- 
stance, ribs should be securely 
joined to the stud bosses wherever 
possible rather than to a side wall 
at a point distant from the bosses. 
Somewhat larger areas of contact 
between the washers and the top of 
the aluminum bosses around the 
studs should be provided to prevent 
crushing or flowing of the metal at 
those points. 

In case the composite construction 
is considered, that is, an iron cover 
over an intermediate aluminum 
member, careful consideration must 
be given to the unit pressures on 
the gasket used between the cover 
and the aluminum. Invariably this 
unit pressure is greatly in excess of 
that on the cylinder head gasket be- 
cause of the difference in areas. 
Thefefore, the material used in the 


















upper or water gasket must be suf- 
ficiently hard and strong to avoid 
failure by crushing and consequent 
loss of pressure on the cylinder head 
gasket and its possible failure there- 
from. While the same total static 
pressure does exist on both these 
gaskets obviously, the gas pressure 
subtracts from the loading on the 
cylinder head gasket and adds to 
the loading on the upper gasket, and 
if temporary pinging or knocking is 
encountered this transfer of load as- 
sumes rather serious proportions. 
This problem is not impossible to 
solve, but must be carefully consid- 
ered. Another factor which comes 
into existence in the composite con- 
struction is that usually the total 
depth or vertical dimension of the 
assembly is not increased and natu- 
rally the vertical stiffness of the two 
members falls far short of that of 
the solid member having the same 
depth, since the stiffness of a beam 
varies with the cube of this dimen- 
sion. Therefore, the disposition of 
ribbing is even more important than 
in the one-piece casting. 


More clearance should be pro- 
vided around the studs to allow for 
expansion and growth of the alum- 
inum, and it has been found advis- 
able to keep one or more of the 
holes in the center of the head a 
comparatively close fit for the pur- 
pose of locating the head on the 
cylinder. 


Another point requiring attention 
in design is that of additional heat 
application. As previously stated 
the exhaust gas temperature will be 
lower with the higher ratios par- 
ticularly at road loads of less than 
maximum speeds and it is usually 
desirable, therefore, to divert or di- 
rect a greater proportion of the ex- 
haust gas into the heating jacket 
of the intake manifold in order to 
maintain the mixture temperatures 
previously arrived at for best car- 
buretion results. 

When the mixture temperature is 
kept up to its former value it is 
sometimes desirable to slightly re- 
duce the amount of accelerating fuel 
used, because of the faster accelera- 
tion with a given throttle opening 
when the ratio is increased. 

Apparently the advantage of 
aluminum continues with still high- 
er ratios than those named, because 
performance is perfectly satisfactory 
with a 7.5 to 1 ratio when com- 
mercial Ethyl gasolines are used and 
the improvement in performance 
therefrom remains in about the 
same proportions. In an engine 
built for racing purposes a ratio of 
8.6 was used successfully, employing 
regular gasoline having l5cc of 
Ethyl fluid per gallon added. 

Efforts to obtain the same results 
with some other material than 
aluminum have been made. In the 
belief that continuous heat flow 
from flame to water might be the 
key, a thin iron head was made, 
where the combustion chamber wall 
did not exceel ; inch, and it was 
reinforced by thin ribs on the water 
side. This showed no improvement 
over the thick iron wall, although 
the heat path was reduced by half. 
In the belief that a higher factor of 
heat conductivity on the flame-swept 
surface might answer, a 7. inch 
copper liner was made, having ap- 
proximately three-fourths of its up- 
per surface exposed to the water. 
This gave slightly worse results 
than conventional iron construc- 
tion. Heads have been nickel-plated, 
chromium-plated and copper-plated 
inside, with no success. In one in- 
stance, we coated the combustion 
chamber surface with vitreous en- 
amel, which showed a decided loss. 

Then the possibilities offered by 
changes in spark plug locations were 
explored. Plugs were installed in 
nearly every conceivable location, 
and, in one case, seven spark plugs 
in each head were used, and fired in 
all combinations with two-spark ig- 
nition. Certain combinations of two 
plugs firing, but not simultaneously, 
by six degrees, approached the power 
output derived from the aluminum 
heads, but made the engine ex- 
tremely rough, A noise that sounded 
like loose bearings accompanied the 
roughness, 

It has been pretty definitely 
proved that the difference in func- 
tioning of the two materials does 
not occur on the water side. At the 
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present time it seems that the 
ability of aluminum to conduct heat 
away from hot areas coupled with 
its higher specific heat offers pos- 
sible explanations. Also the heat 
conductivity of aluminum increases 
slightly as the temperature of the 
metal increases, whereas, the con- 
ductivity of iron decreases with this 
condition. The capacity of absorp- 
tion or reflectively probably plays 
a part, although how much is not 
known. We do find that the per- 
formance from a new clean alu- 
minum head is not so good as when 
that head has become blackened in 
use, indicating that the increased 
absorption ability of the black sur- 
face is beneficial. When a head is 
purposely roughened by grooving or 
chipping on the combustion cham- 
ber surface its preformance drops 
noticeably below that of a smooth or 
polished surface. 

Higher compression should be 
viewed as an opportunity to increase 
efficiency and improve  perform- 
ance by a logical method based on 
sound fundamentals. Naturally, it 
presents some new problems and 
intensifies some which are already 
with us. 

No doubt, the question, “Why go 
to this bother and expense when 
we can bore out the old engine and 
get 10 per cent. more power?” arises. 
Many old engines have already been 
bored out to the limit, and if a 
larger one is designed it will be 
heavier, and probably longer, and 
may increase the wheelbase and 
weight of the car, resulting in a 
net gain of very little, if any, in 
performance and none whatever in 
the efficiency. Higher compression 
ratios do improve efficiency, in 
which there is a lot of room for 
progress. Because it is a funda- 
mentally sound procedure in ther- 
mo-dynamics it is recommended as 
a logical means for the engineer to 
use in creating better vehicles. 


KEEP THEM COMING 
BACK 


It is not enough for the manager 
of a service station to assume that 
his business is so big and important 
that he can keep customers coming 
back through consistent advertising 
and price inducements alone. 

Every manager must recognize the 
importance of these factors, and he 
must cash in on their advantages 
.«. but if he is a real executive, 
he will also use every opportunity to 
make his place more popular by 
carefully working out a courteous 
form of contact which will keep 
customers coming back. 

The merchandise sold and the at- 
titude of employees toward custo- 
mers are the first and most im- 
portant factors in making patrons 
glad to come back to deal with you. 
But these need to be reinforced with 
a systematic “after sale” contact.— 
Prest-O-Lite News Letter. 


DAVIS LABORATORIES 
NAMES DISTRIBUTORS 


Newark, N. J., Feb. 10.—The Davis 
Laboratories, Inc., manufacturer of 
automobile specialties, announces 
the appointment. of the following 
representatives for the distribution 
of Davco products: 

Jack E. Murphy, eastern Penn- 


sylvania, Maryland, District of Co- 
lumbia and Delaware; W. R. Blese- 
dell & Associates, Ohio, Indiana, 
Michigan and western Pennsylvania; 
Larry Newsom, Missouri, Arkansas, 
Kansas, Iowa and Nebraska; Wil- 
liam M. Dorsey, Oregon, Washing- 
ton, Idaho and Montana; George J. 
Rucker, California, Nevada; S. LE. 
Butler, Georgia, Alabama, Florida 
and Tennessee; Automotive Sales 
Company, North and South Caro- 
lina, Virginia and West Virginia; 
Maurice Fisher, New York state and 
New England states. 


PART FIRM CHARTERED 

Portland, Conn., Feb. 10.—William 
R. Peterson, automotive fuel dealer 
of Main street, has formed a cor- 
poration, William R. Peterson, Inc., 
to carry on his business, which will 
include the handling of automotive 
parts. Authorized capital is $50,000, 
of which $2,000 is paid. Incorpor- 
ators are Mr. Peterson, E. B. Berge- 
son and Clara Peterson. 


Let’s Be Selfish 


(Continued from Page 6) 


philosophy, and what an ill chosen | his wife and his children. And in 
moment to air it. People are out|turn, the money you spent has been 
of work, suffering for food, clothes | returned to you. 
and fuel, and you tell us to buy @} This would also be true if you 
new dinner jacket, or to go to the/| were in some other business. One 
theater—while dividends are turned | pair, two pairs, even a hundred pairs 
into deficits and salaries have been | of shoes wouldn’t have been much 
cut and cut again.” of an order in 1929, but an extra 
The only way we can change this | hundred pairs this year may mean 
world back again will be to start |the difference between a loss and 
from the top. Your business may | breaking even in 1933. Increase the 
be ships, or shoes, or sealing wax— |average business in the United States 
let’s say it’s shoes—and you need a| today by 15 to 20 per cent. and we 
new motor car. But you are afraid | would have prosperity, because over- 
to buy because you had to cut the | heads in all businesses have been 
salaries of your employees, and you | cut, and we have established a new 
are afraid of what the men stand- | scale of living and salaries. 
ing on the street corners may say if; And the automobile man’s family 
you ride by in your bright, shiny | is just a part of the good that this 
automobile. They will say nothing. | purchase has accomplished. Things 
The world has been held back by a| become easier for the bank when 
great fear of something that didn’t | Smith’s note is taken up. The $1,500 
exist, and business has been re-|taken out of your account became 
tarded by the thought that has been | an asset on the statement of Smith, 
carried around that we would incur| the dealer. He, too, buys a much- 
the hatred of men out of work if| needed new car perhaps, or more 
we bought new motor cars, and cir-| shoes, and so on—in an endless 
culated our money. chain the money is returned to you. 
Let us see what happens if you,| As the shoe business picks up, new 
who are in the shoe business, buy |things are made available to you. As 
an automobile. You drive in with|I stated before, the depzession can 
your used car and get a deal that | only end when we start from the 
will perhaps surprise you. You may | top—when we put back into circu- 
be surprised that for your old auto-/ lation the money that is lying in- 
mobile and $1,500 in cash you can | active. Banks are groaning with it. 
buy a fine motor car like Pierce-|A great bank in the city of Balti- 
Arrow, because we, too, have profited | more advises the purchase of a mo- 
by the depression, by increased buy-| tor car. A banker in New York told 
ing power, until today we are offer-| me that he was going to buy an 
ing a better automobile for $2,385 | automobile because he felt that he 
than we sold a few short years ago | should set an example. Banks are 
for six or seven thousand dollars. | in business, the same as individuals. 
And when you buy this motor c-~,| They buy money from depositors at 
Jones, the salesman, makes a com- | anywhere from 3 to 4 per cent., and 
mission; Smith, the dealer, takes | in turn sell it to their customers at 
up a note at the bank; and back in | from 6 to 7 per cent. It is futile for 
Buffalo men who, have spent a life- | them to try to stay in business by 
time learning to build good motor |simply carrying deposits which do 
cars, go to work for a week or two. | not earn anything. 
And when paid, does the workman} The depression is being broken 
dash to a strong box? No, his habit | from the top, and if enough of those 
is to spend money as he gets it,and| who have money, spend it, we can 
today his necessity requires it, so|increase the business of the United 
he pays his rent and grocery bill, | States 15 to 20 per cent. over what 
and out of the few dollars left he|it is today. And this, in general, 
buys the needed shoes for himself, ' will mean prosperity. 


FEBRUARY 
TRUCK ISSUE 


* 


Owners of 1,500,000 Business 
Vehicles Will Get the Issue of 
February 17. 


(Postponed date, account of late registration figures) 
e 


Fleet owners having 10 or more vehicles, 27,000 
names, will receive the truck issue February 17. 
Machol list being used, with copies personally 
addressed. Only Automotive Daily News can pro- 
vide such wide extra distribution at no additional 
cost to the advertiser. 


If you want to reach not only those owners but 
ali exclusive truck dealers, important bus operators, 
8,000 passenger car dealers and important factory 
officials, use that issue with a page at $350; half 
page at $175 or a quarter page at $87.50. 


Forms close 2 days preceding publication. 
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